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WHEN YOU COMPARE THE -/ozad COSTS 
OF MATERIALS AND APPLICATION — 


Your best buy +2 *BILDRITE 


INSULITE SHEATHING 


To get the real story about sheathing costs you have FIGURE IT YOURSELF! 


to figure the total applied costs . . . not just the cost WOOD SHEATHING Per 1000 Sq. Ft. of Wall Area 
of materials alone. It’s the tota/ cost that the customer ITEM AND QUANTITY | RATE | TOTAL 


pays for. 1,000 sq. ft. 8'" wood sheathing (horizontal) | 


LOOK AT THESE FACTS: The things that make up __ | Waste, 12% (120 sq. ft.) | 
the total applied cost of any sheathing are the labor Carpenter labor, 15 hours 

scale, man hours needed for pplication, waste of Insurance, 10% of carpenter costs 
material, insurance, and cost of materials used. You 2.8 rolls building paper 

can figure these for yourself. Carpenter helper to apply paper | 
. , Insurance, 10% of helper costs | 
FOR EXAMPLE: Standard handbooks for estimating TOTAL APPLIED COST, WOOD SHEATHING | 
building construction state that— 


Wood sheathing horizontally applied has a 12% waste. SREES SHBANINES Per 1000 Sq. M. of Wall Arve 
But BILDRITE has less than 1% waste. ITEM_AND QUANTITY |__RATE__|__ TOTAL 


Wood sheathing requires 15 man hours to apply _ {1-000 sa. ft. Bildrite Sheathing | 
1,000 feet. Waste (Practically none. Less than 1%) | 


But BILDRITE takes only 8 man hours per 1,000 feet. | Carpenter labor, 8 hours : 


: ‘ 9 ’ 

See how these savings begin to mount up? eg i on ae 
Building paper (None needed) uN 

Helper to apply paper (None) PUB 
Insurance on helper (None) | by 4 
TOTAL APPLIED COST, BILDRITE SHEATHING | a 
Ish 
That puts a different light on it...doesn’t it? And in addition, Chie: 
BILDRITE provides 214 times the insulating value and more Vane 
than twice the bracing strength of wood sheathing horizon- A. ] 
tally applied! You can’t get around the facts. The best buy ia Mon 
sheathing today is INSULITE (BILDRITE) Sheathing! — 
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INSULITE DIVISION, MINNESOTA AND ONTARIO PAPER COMPANY 
Dept. AL-109, Baker Arcade Bldg. * Minneapolis 2, Minn. 


Please have your representative call and give me additional details on 


sheathing costs. Issue 


Name 
*Insulite’’ is a registered 
trade mark, US. Pat. Off. 
Address 


INSULITE DIVISION | MINNESOTA AND ONTARIO 


PAPER “ mY COMPANY 
MINNEAPOLIS 2, MINNESOTA ae 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


I—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 


& BUILDING PRODUCTS MERCHANDISER. Published every other week by American Lumberman, Inc.— 
North Clark Street, Chicago 2, Ill 


red ceed matter Oct. 2, 1946 at the Post 


.._ Entei 
Office at Chicago, Illinois, under the Act of March 3, 1879. 
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WHERE FROST MAKES FRIENDS 








It’s on the job that Frost standards make friends for Frost 
Pine and dealers who supply it. Because it’s here that the 
practical advantages of Frost’s good manufacture, correct 
seasoning and uniform quality come into full play, 
expediting carpenters’ work. No time lost in sorting for 
quality...no extra cutting for defects. Result, a workman- 
like job in minimum time which safeguards the contractor's 
profit and assures owner satisfaction. That’s why dealers 
who know Frost Pine comprise a long list of loyal Frost 


customers ...a list that’s open to you. 


FROST LUMBER INDUSTRIES, INC. 


St. Louis, Mo. 
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SHREVEPORT 90, LOUISIANA Pelham, N. Y. 


October 22, 1949, AMERICAN LUMBERMAN & 





\ 


Residé 


Deale: 
Manu. 
But bi 


Increég 


$12,50 
Many 
These 


If str 
But o: 
Big w 


Consu 
But t. 


Christ 
Karly 


Lustre 
Origir 


Home 
Look | 
Curre 
New 3 
Cemer 


Anoth 
House 


Buyin 
Septe 


Stee! 
Na ie 


5 


Burn 






P 
# 
oY 
a 


ost 
the 
ect 
ay, 
for 
an- 
rs 


lers 


‘ost 














NEWS BRIEFS FOR THE BUSY READER 


Residential rents rose slightly from July to August. 





Dealers are buying for stock due to firmer outlook. 
Manufacturers’ sales of appliances have shown biggest jump. 
But business generally is showing firm to strong trend. 





Increased instalment buying will be big factor this fall. 





$12,500 class house will show increased sales strength in ’50. 
Many middle class families have been waiting lower costs. 
These “wait and see-ers” are much closer to buying now. 





If strong plywood demand continues, prices will edge up. 
But only temporarily. Demand will slack off this winter. 
Big manufacturers want to hold the line. Public relations. 





Consumer prices edged up 0.2% from July to August. 
But they were still 3.3% below prices for August, 1948. 





Christmas merchandising is already underway in many areas. 
Early promotion will mean big sales. Advertising will be heavy. 





Lustron has turned out a total of 2,000 units to date. 
Original schedule called for that many units per month. 





Home ownership average for all families in U. S. is 51.4 percent. 





Look for liberalized FHA mortgage insurance terms in 1950. 





Current strike wave is already being felt at retail level. 





New ruling means more Canadian lumber in U. S. markets. 





Cement is temporarily short in some regions. Takes some shopping. 





Another year will end small house shortage. 
Houses finished by June will sell easiest in 1950. 





Buying wave has put new life in Western Pine prices. 





September sales hit year’s high. Orders are 23% over production. 





Steel strike will be settled before shortages hit home market. 
Nails, plumbing, appliances are in good supply nationally. 
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MATERIALS SITUATION 


Supplies are good throughout 
sedloding shipments hold steady 


Lumber — June production, 2,- 
778,000 board feet, gained 2% over 
May but declined 12% from out- 
put in June 1948. Softwoods ac- 
counted for 85% of the total pro- 
duction. Shipments were up 3% 
but remained 9% under those of 
June 1948. New orders received 
gained 2%, but the total of un- 
filled orders dropped 8% over the 
month and is now less than current 
production. Since shipments were 
slightly less than production, gross 
stocks of 7,776 million board feet 
represented a fractional gain over 
the month but a jump of 36% 
over stocks of June 1948. Retail 
stocks, 4.8 million feet, were down 
2% over the month but 1% over 
June 1948. 

Hardwood Flooring—Production 
in June rose 5% to 71.8 million 
board feet. This was a decline of 
7% from June 1948. Oak flooring 
comprised 93% of this total, and 
maple flooring 7%. Shipments in- 
creased 3% over the month but 
were 11% less than in June a year 
ago. New orders received were 
down 2%. The total of unfilled 
orders declined 1% and was but 
little more than half of current 
production. Shipments were less 
than production, hence stocks rose 
7% to 75.1 million feet, almost 
triple stocks in June 1948. 

Softwood Plywood — Output in 
June, 151.4 million square feet, 
was a decline of 2% from the pre- 
vious month and fractionally higher 
than in June 1948. Shipments, 
however, increased 6% to 160.9 
million feet, a gain of 7% over 
June of 1948. Since shipments 
were greater than production 
totals, stocks decreased 12% to 
68.7 million feet. This was still a 
substantial 66% gain over stocks 
in June a year ago. 

Brick (Common and Face) — 
Production in July, according to 
preliminary data, declined 8% to 
449 million brick. This was 18% 
less than output in July a year 
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make HALL pine 


SECTIONAL DOORS 


“4e 
Q favor where 


Solve garage door problems by in- 
stalling trouble-free HALL pine sec- 
tional doors. Full ball bearing rollers 
and pulleys insure smooth, quiet op- 
eration, and the sturdy overhead track 
assembly with counter-balanced coil 
extension springs make opening and 
closing a “‘‘finger tip’’ operation. 
Made by craftsmen. the stiles and rails 
of HALL doors are mortised and ten- 
oned, pinned and glued to provide 
long lasting service. Quality-built for 
easy installation, HALL doors reach 
you in a convenient. easily assembled 
set including track, door sections and 
all necessary hardware. 


HALL pine sectional doors are attrac- 
tively priced and are available in va- 
rious sizes to fit garages anywhere. 


For complete information write: 


HALL ENTERPRISES 


Casco, Wisconsin 














NEWS a«d TRENDS 
X 


ago. While shipments data are 
not available for July, June ship- 
ments rose 7% over those of May 
but were less than June produc- 
tion, presumably leading to an in- 
crease in stocks. Supplies should 
be ample. 


Clay Structural Tile—Output in 
July, 120,914 tons, was a gain of 
9% over the month and an in- 
crease of 7% over the same month 
a year ago. During the month of 
June (no July data available), 
shipments were slightly less than 
in May and were well under pro- 
duction in the same month (June). 
Stocks probably increased, al- 
though there are no Official stocks 
data. 


Gypsum Board and Lath—Ship- 
ments of gypsum board during the 
second quarter of 1949 amounted 
to 969 million square feet, down 
15% from first quarter totals. 
Shipments of gypsum lath (in- 
cluded in the above figures) de- 
clined 23% in the second quarter 
of 1949 to 394 million square feet. 


Other Building Boards—Produc- 
tion of building boards (including 
structural insulation board, hard- 
board, and laminated fibreboard) 
increased 7% over May to 246 
million square feet but was 25% 
less than in June 1948. 

Output of the most important 
of these products, structural in- 
sulation board, registered a 7% 


' over-the-month gain to 162 million 


square feet, but this was still 26% 

under that of June 1948. 
Asphalt Prepared Roofing— 

Shipments in July, 4.3 million 


squares, declined 6% from those 
of June and 8% from totals of 
July a year ago. However, there 
should be ample supplies of this 
material. 

Other Asphalt Products — July 
shipments of asphalt sidings, 181, 
167 squares, was a drop of 5%, 
Shipments of saturated felts were 
up 1% to 43,321 tons. 


LUSTRON LOANS 


RFC to answer bid for another 
$12,500,000 to keep prefab going 


BOOZ, Allen and Hamilton, Chi- 
cago firm of consulting engineers, 
has been called by the Reconstruc- 
tion Finance Corporation to help 
decide whether it should extend 
further loans to Lustron Corp., 
prefabricators of a steel house. 

Lustron has already borrowed 
$37,500,000 of RFC funds. To date 
it has turned out less than 2,000 
houses and is going in the red at 
the rate of $1,100,000 a month. 

Lustron has recently been shut 
down while changing over from a 
two bedroom to a three bedroom 
model. 


BLOCK FLOORING 


Use of mastic in laying hardwood 
block floor explained by MFMA 


CONTINUING the MFMA pol 
icy of furnishing architects and 
builders with helpful tips on floor 
installation procedure, a mimeo- 
graphed copy of suggested specifi- 
cations for mastic applied block 
and patterned hardwood flooring, 
is now available free, according to 
a statement. from the Public In- 
formation Department of the Maple 
Flooring Manufacturers Associa- 
tion. 

A full page of illustrated pat- 
terned floor designs is attached to 
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Shipments of Hardwoods in the First Six Months 


MILLION apron 
4500;-— . of Each Year, 1932—1949 _ NOM 








] 
— Seat 





4000 
3500 











































































































































0'1932'33 ‘34 “35 36 “37 “38 ‘39 


40 ‘41 ‘4243 44 ‘A5 
Source of Data: National Lumber Manufacturers’ Association 


(Copyright: 1949: By The Chicago Tribune) 
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the specification material. These 
designs include the square block, 
rectangle and herringbone pat- 
terns, continuous strip (both regu- 
lar and edge-grain types), the 
staggered joint pattern and the 
single matted squares. 


FOREST PRACTICES 


West Coast operators organize 

to improve care of timber lands 
DOUGLAS fir region’s forest 
land owners met in Portland, Ore., 
September 19 to set up a new 
overall forestry organization to 


promote better forest practices, 
better protection, tree farms and 
improved management practices on 
taxpaying timber holdings. Called 
Forest Conservation Committee of 
Pacific Northwest Forest Indus- 
tries, the new organization em- 
braces industrial timber owners 
in the sawmill, plywood and pulp 
business as well as farm forest 
owners. 
DOUGLAS FIR REGION 


E. P. Stamm, Portland, Crown- 
Zellerbach Corporation, was elected 
chairman, and George L. Drake, 











—when they got started in the morning. 
—when they were working. 


—when they were standing. 
— how long they were idle — and why. 
—was that Overtime necessary? 


Look at the Servis Recorder chart above—note those 
“gaps” in the travel line, marked WHY. Each one shows 
up idle time—the truck wasn’t running then. Were these 
delays justified, unavoidable—or—was someone to blame? 


You want to know whether your trucks are losing valuable 
time now and then on their routes during the day—how 


much and how often. 


The only accurate way to keep tab on all those delays, 
even down to 10-minute periods, is to attach a little 
SERVIS RECORDER; then the truck automatically acts 
as its own Time-Keeper! Write for full information. The 
Service Recorder Co., 1375 Euclid Ave., Cleveland 15, O. 


facturers’ 


Simpson Logging Company, Shel- 
ton, Washington, was elected vice 


chairman of the executive commit. | 


tee. W. D. Hagenstein, forest ep- 
gineer, with headquarters in Port- 
land, will have charge of the work 
throughout the Douglas fir region 
of western Washington and Ore. 
gon and northern California. 

The new committee succeeds the 
joint committee on forest conserva- 
tion of the West Coast Lumber. 
men’s Association and the Pacific 
Northwest Loggers Association, 
The first official business of the 
Forest Conservation Committee 
was the granting of Tree Farm cer- 
tificates to six private forest own- 
ers in western Washington totalling 
2,380 acres in Pacific, Skagit, Clal- 
lam and Snohomish counties. The 
Committee cancelled two Tree 
Farm certificates in Snohomish 
County totalling 37 acres for non- 
compliance with standards adopted 
in 1941 for the operation of Tree 
Farms. 

In addition to the chairman 
and vice chairman, the following 
were named members of the ex- 
ecutive committee: Corydon Wag- 
ner, Tacoma; R. F. Morse, Long- 
view; Edmund Hayes, Portland; 
Floyd H. Hart, Medford; C. §. 
Martin, Tacoma; Carl V. Sahlin, 
Bellingham and Charles W. Fox, 
Portland. Colonel W. B. Greeley, 
Seattle, was elected advisor to the 
committee and H. V. Simpson, 


West Coast Lumbermen’s Associa- § 


tion, and E. T. Clark, Pacific North- 
west Loggers Association, were 
named ex-officio members. Harris 
E. Smith, Portland, was named 
Committee secretary. 


MODULAR ABC's 


Woodwork manufacturers tell what 
modular method is, show its savings 


NATIONAL Woodwork Manv- 
Association, Chicago, 
have produced a clear, concise book- 
let showing what modular sizes 
mean in the woodwork industry. 
The pamphlet shows the wide ap- 
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The §ervis Recorder 
_Shows Busy and Idle Time... All Day 





For the last time young man- 





will you come out of there? 
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, were §) Cash in on Aluminum’s natural display value...set up a 


Harris } special Aluminum Department. In showing the complete line, you 
named show the bigness of aluminum in the building business. .. 
and each product helps you sell the other. Your reflective 





Put them all together 
eee they spell profits 


i> RENATO ES TEER iat att ata 








insulation demonstrates the heat-reflective advantages of REYNOLDS life time ALUMINUM 
‘ell what f) @luminum roofing and siding. Gutters sell the rust-proof 
s savings f permanence of all aluminum...and at about half the price Gutters and Downspouts 


Manu- f) Of other non-rust gutters. The popular demand for windows 


. on ’ : : Beautiful stipple-embossed finish on O.G. or half- 
Yhicago, §% helps sell the entire line. Even your accessories—nails especially— 


round, also half-round plain. Write for descriptive 























se book- ® become a profitable repeat business. Ask your Reynolds Sebi. 
ml a representative to help you set up a sales-building, money-making 
vide ap- )) Aluminum Department. Reynolds Metals Company, r-———-MAIL THIS COUPON.——~—— 
Building Products Division, Louisville 1, Ky. Reynolds Metals Company ‘ 
| Building Products Division, 
2002 South Ninth Street, Louisville 1, Ky. 
i Tell me more about your Aluminum Department 
set-up. My Jobber’s name is. | 
l | 
{ ! 
My name. | 
WORLD'S LARGEST PRODUCER OF iF YOU SEE RUST . | Address. ] 
~ _ ALUMINUM BUILDING PRODUCTS eine feo | | 
iin = ex. REYNOLDS || City Zone___State. | 
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VON - RISING PIN, 


__ SELF SEATING 
AND OVER WN BAEK WERE, = WO TWISTING, NO TURNING 
STREAMLINED SWAGING -- FLAT BUTTON TIPS 
NO TO0L MARKS 
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CORRECT NUMBER AND 
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DISTINCTIVE 
PACKAGING 


THE STANLEY WORKS—NEW BRITAIN, CONN. 


L STANLEY 


‘Reg. U.S. Pat. Off, 


HARDWARE « HAND TOOLS « ELECTRIC TOOLS « STEEL STRAPPING 


EMEMBER. | = 
R ;  >0o™ 
‘ THREE wINGES TO * 2 
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plication of modular products, how 
they cut down on jobber’s and deal- 
er’s storage and inventory prob. 
lems. 


EMPLOYMENT FIGURES 


More construction workers 
are employed in August 


EMPLOYMENT by construction 
contractors rose by 54,000 work. 
ers between mid-July and mid- 
August to a total of 2,333,000, as 
a result of more construction jobs 
in almost every part of the coun- 
try, the Bureau of Labor Statistics 
reported recently on the basis of 
preliminary estimates. 

The August. employment level 
was the highest reached thus far in 
1949, but it fell about 50,000 short 
of the postwar peak set in August 
1948. Most of the rise from July 
to August occurred in the East 
North Central and West South Cen- 
tral regions, where substantial em- 
ployment gains took place. 


EAST HIGH 

The heaviest concentration of 
contract construction employment 
is in the Middle Atlantic Region 
where more than one-fifth of the to- 
tal number of workers is employed, 
with New York State leading the 
country. The next ranking States 
in contract construction employ- 
ment were California and Texas. 

Expenditures for new construc- 
tion put in place reached $1,902 
million in August—a moderate gain 
of about $50 million over the re 
vised estimate for July. This level 
of expenditures was the highest yet 
reached this year and closely ap- 
proached the postwar peak of 
$1,934 million established in Aug- 
ust 1948. The $50-million rise was 
about evenly distributed between 
privately and publicly financed 
work. All major types of construc- 
tion shared in the increase except 
industrial and commercial building 
which dipped slightly. 


HOMES 

The seasonal up-swing in ex 
penditures for private homebuild- 
ing lost momentum in August, ris- 
ing by $10 million or only 2 per- 
cent from the revised July estimate 
to a total of $660 million. Outlays 
for construction of privately f- 
nanced public utilities continued 
the monthly climb begun in March, 
reflecting expansion of facilities 
for electric light and power to meet 
still heavy industrial and commel- 
cial demands and to service new 
residential areas. 

Almost $12.2 billion was spent 
during the first 8 months of 1949 
for new construction—a slight ir 
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crease over the amount spent in the 
same period of 1948. The dollar 
volume of privately financed work, 
however, was 6 percent below last 
year’s January-August level while 
the volume of public works was al- 
most 30 percent higher. Expendi- 
tures for private construction, nev- 
ertheless, was over 2% times the 
amount spent on public work thus 
far this year; private construction 
volume was over 3% times public 
work in the same 1948 period. 
The $2.3 billion spent for pri- 
vately financed public utility con- 


struction during the first 8 months 
of 1949 was nearly $127 million 
more than the amount spent for all 
other types of private nonfarm 
nonresidential work, including 
stores, factories, schools, and hos- 
pitals. The dollar volume of private 
residential building was $4.2 billion 
in the first 8 months of 1949, a 
drop of 11 percent from the same 
months in 1948. The biggest out- 
lay of public funds this year has 
been for highway construction 
($1.1 billion) and for’ schools 
($539 million). 
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* PONDEROSA PINE 


* FIR and LARCH 


DIMENSION 


Looking for well-manufactured Ponderosa Pine 
yard and shed stock, factory lumber, industrial 


items? 


Consulf us on your next requirements. We spe- 
cialize in dependable quality Ponderosa Pine 
lumber—straight cars or an assortment of Pon- 
derosa yard and shed items mixed with Fir and 
Larch dimension. Best of manufacture. Proper 


kiln drying. Reliable grades. 


Write us regarding your requirements in yard and shed stock, factory and 


industrial items. 


Alexander-Yawkey Lumber Co. 


PRINEVILLE, OREGON 


Member Western Pine Association 


Member Ponderosa Pine Woodwork 


1950 CONVENTIONS 


Schedules corrected to press date 
(*) means no exhibits are planned 


January 16-17—Kentucky Retail Lumber Deal. 
ers Assn., Brown Hotel, Louisville, Ky. 
January 17-18-19—Northwestern Lumbermens 
Assn., Minneapolis Auditorium, Minneapolis, 
Minn. 

January 23-24-25—Western Retail Lumber. 
men’s Assn., Multnomah hotel, Portland, Ore. 
January 23-24-25—Northeastern Retail Lum. 
bermens Assn., Hotel Statler, New York, N. Y. 
January 24-25-26—Ohio Assn. of Retail Lum- 
ber Dealers, Cleveland Auditorium, Cleveland, 
Ohio. 

January 25-26-27—Southwestern Lumbermens 
Assn., Municipal Auditorium, Kansas City, Mo, 
February 1-2-3—Middle Atlantic Lumbermens 
Assn., Chalfonte-Haddon Hall, Atlantic City, 
N. J. 

February 7-8-9—Michigan Retail Lumber Dirs, 
Assn., Pantlind Hotel, Grand Rapids, Mich. 
February 8-9—Lumber Dirs. Assn. of W. 
Pennsylvania, William Penn Hotel, Pittsburgh, 
Pa. 

February 8-9-10 — Mountain States Lumber 
Dealers, Shirley-Savoy hotel, Denver, Colo. 
February 14-15-16—Wisconsin Retail Lumber- 
mens Assn., Milwaukee Auditorium, Milwau- 
kee, Wis. 

February 16-17—Virginia Building Material 
Assn., Roanoke hotel, Roanoke, Va. 
February 21-22-23—Illinois Lumber & Material 
Dirs. Assn., Hotel Sherman, Chicago, Ill. 
February 22-23-24—Nebraska Lumber Mer- 
chants Assn., City Auditorium, Omaha, Nebr. 
February 24-25—West Virginia Lmbr. & 
Bidrs’ Supply Dealers’ Assn., Daniel Boone 
Hotel, Charleston, W. Va. 

February 28 & 

March 1—North Dakota Retail Lumbermens 
Assn., City Auditorium, Fargo, N. D. 
February 28 & 

March 1-2—Indiana Lumber & Bidrs’ Supply 
Assn., Murat Temple, Indianapolis, Ind. 
March 2-3-4—Intermountain Lumber Dealers 
Assn., Hotel Utah, Salt Lake City, Utah. 
March 9-10-11—Independent Retail Lmbr. 
Dealers Assn., Hotel Radisson, Minneapolis. 
Minn. 

March 15-16—Louisiana Building Material 
Dirs. Assn., Jung Hotel, New Orleans, La. 
March 15-16-17—lowa Retail Lumbermen’s 
Assn., (place to be selected) Des Moines, Ia. 
March 22-23-24—New Jersey Lumbermens 
Assn*., Hotel Traymore, Atlantic City, N. J. 
March 22-23-24—Carolina Lmbr. & Bldg. Sup- 
ply Assn., Ocean Forest Hotel, Myrtle Beach, 
s. C 


March 27-28—(Tentative) Tennessee Lumber, 
Millwork & Supply Dirs. Assn., Municipal 
Auditorium, Memphis, Tenn. 

March 28-29—South Dakota Retail Lumber 
Dealers Assn., Sioux Falls, $. D. 

April 3-4-5—Lumber & Supply Dirs. Council*, 
General Oglethorpe Hotel, Savannah, Ga. 
April 12-13—Mississippi Retail Lmbr. Dirs. 
Assn., Buena Vista Hotel, Biloxi, Miss. 

April 12-13-14—Florida Lmbr. & Millwork 
Assn*., Palm Beach Biltmore, Palm Beach, Fic. 
April 13-14-15—Southern California Retail 
— Assn., Ambassador Hotel, Los Angeles, 
Calif. 

April 19-20—Arkansas Assn. of Lmbr. Deal- 
ers*, Little Rock, Ark. ; : 

April 20-21-22—Arizona Retail Lmbr. & Bidrs. 
Supply Assn., Maricopa Inn, Mesa, Arizona. 
April 23-24-25—Lumbermens .Assn. of Texas, 
Municipal Pier, Galveston, Texas. 

April 26-27—Lumber Merchants Assn. of 
Northern California*t, Ahwanhee  Hetel, 
Yosemite National Park, Calif. 

(Montana Retail Lumbermens Assn.—Latter 
part of March er April.) 


October 22, 1949, AMERICAN LUMBERMAN & 





date 
anned 
r Deal. 


ermens 
pa polis, 


umber- 
d, Ore. 


| Lum- 
k, N.Y. 


il Lum- 
veland, 


ity, Mo, 
ermens 
ic City, 





er Dirs. 
Mich. 

of W. 
sburgh, 








Lumber 
, Colo. 


,umber- 
Milwau- 


Westinghouse 
«| ELECTRIC HOME APPLIANCES 


r Mer- 











1, Nebr. 3 € 6 S 

ms are on their shopping list, too! 

aeaaii Today’s huge crop of new homeowners are equipping CHECK THESE 
: their houses with electric appliances . . . either on pack- 

_ i aged mortgages, atthe start .. . or later. FRANCHISE ADVANTAGES 
d. ; Either way, you are in a sweet spot to sell appliances 1. Ful ine of Appliances : 
- ae direct or through the builder. 2. Sinplitied Gue-Sewes Pere 

“Lmbr 143 . ania 3. Simplified Service 
eapolis Building Supply and Lumber Dealers, in large cities 4. Simplified Merchandising 

and small towns, report appliance sales account for up to 5. Simplified Sales Training 
ners 25% of their total sales. What’s more, they find that 6. Sales in Sequence 
esis appliances feed customers to their building supply de- 7. Combination or “Ensemble” Sales 
und bs partments: and vice versa. 8. Selective Distribution 
pnd Ff There’s no more respected franchise than the Westing- ©. Pits Gleentar Ge-egaration 
4 fe house Full-Line Franchise. A few territories are still open. 
Get set for the big kitchen and laundry modernization 
a movement that’s starting to roll. Write or phone your 

nate nearest distributor. YOU CAN BE SURE ee 

umber ’ 
ouncil* IF ITS 
— NOTE: A reliable survey says that 50% of ‘a . 

r. Dirs. major purchases, today, are bought on basis U estinghouse 
——_ of brand-name prestige. 

ach, Fla. 

| Retail 

Angeles, % 

-—s WESTINGHOUSE ELECTRIC CORPORATION - Appliance Division - Mansfield, Ohio 
~ Om Plants in 25 Cities - - + Offices Everywhere 
& Bidrs. TUNE IN: Ted Malone . . . Every Morning, Monday through Friday . . . ABC Network 
Arizona. E 
F Texas, 
ssn. of 

Hetel, 
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BUILDERS PREFER BEAUTIFUL TEXOAK 
FLOORING FOR THESE REASONS: 


TEXOAK~FLOORING is scientifically kiln 
dried. 


TEXOAK FLOORING is precision ma- 
chined in one of the nation’s most 





modern flooring plants. 


TEXOAK FLOORING is carefully and 


accurately graded. 


TEXOAK FLOORING makes the ideal 
flooring whether you are building 


one house or a thousand. 


For further information, see your. distributor 


or write for our free booklet. 


TEXOAK PARQUET FLOORING 


Interlocking tongued 
and grooved floor 
blocks of beautiful kiln 
dried oak, 9” x 9” x 
25/32". Write for free 
sample. No obligation. 


TEXOAK STAIR TREADS 


These beautiful glued 
warp-proof Texoak stair 
treads and risers are of 
fine quality. All your 
customers will like the 
rich texture of the wood. 


TEX Ae THRESHOLDS 


| 
i 


} 
| 


Scientifically kiln dried 
and machined to a 
beautiful finish, Texoak 
thresholds are made un- 
der same specifications 
as our Texoak Flooring. 
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Name 
Address. } 


City 


TEXOAK /700R/NG COMPANY 
\ 


CROCKETT, TEXAS 


Please send me the complete story of Texoak Floaring 


including the new booklet on “How to make flooring 
profits through proper storage and grading.” 








State — 








OAK FLOORING | 
ays straight, stays straight 











50 Years Ago 
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__THEN and NOW = 








THE INTRO- 
DUCTION of the 
telephone brought 
about many changes 
in the lumber busi- 
ness of Chicago and 
other large markets. 
It has served to ex- 
pedite business and 
simplify the work of 
the buyer and sales- 
man, yet the good 
is not unmixed with 
evil. There are deal- 
ers who say the tele- 
phone is the toughest competition they have. It is nowan 
easy matter for a boy to sit in an office with his mouth 
at the transmitter and the receiver at his ear and pound 
away at prices in the most effective manner. He gets a 
price from the Smith Lumber Company and promptly re- 
plies that it is way out of sight; Brown and Jones will 
sell the same grade for 50c a thousand less. And so it 
goes on down the line till some one is found to take 
stock in the telephone talk and conclude that he is in 
shape to fill that order just as cheaply as anyone. 

This is the same game that is frequently played, or 
tried, on the traveling salesman, but the latter only runs 
against it once a day or so, while the city dealer may 
hear the same story over the telephone a dozen or 
twenty times the same day. The telephone thus becomes 
a bearish influence on the prices in any large market, its 
effect being gauged by the extent to which dealers in that 
market are susceptible to such an influence. 

The remedy for this trouble does not lie in getting rid 
of the telephone; no one wants to do that even if such 
a thing were possible. But the evil referred to, as well 
as many others, may easily be counteracted by proper 
organization among the dealers. 

For years the dealers in this city have been sacrificing 
profits in their local business in the strife to maintain 
an adequate wholesale trade in competition with northern 
mills. They have declined heretofore to recognize, or 
at least to admit, that the local trade is the larger share 
of their business. They have allowed consumers in this 
market, through the medium of the telephone and in other 
ways, virtually to dictate selling prices. It has also been 
regarded as the proper thing to make the same prices 
to the local trade that have applied to wholesale business 
with the country dealers. 

This is all wrong and ought to be remedied at once. 
The folly of delivering a single wagonload of lumber on 
a five-mile team haul at the same price as a carload on 
the yard track should be apparent. It is encouraging to 
note that of late Chicago dealers have begun to recognize 
the absurdity of such a situation and an effort will prob- 
ably be made to bring about a change in methods which 
shall allow of some profit being made in the local busi- 
ness. Such effort can succeed only through the hearty co- 
operation of every dealer in Cook county. With that 
given, there is no reason why Chicago dealers should not 
control the Chicago trade and handle it upon a basis 
which shall make the business a profitable one. 

— —Met Saley, AMERICAN LUMBERMAN, 

May 5, 1900. 


The telephone became a bearish 
influence on prices. 
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WASHINGTON 


CALENDAR: 








FHA EXTENSION: By passing Senate Joint Reso- 
lution 134, the Uppper House indicated a desire to 
put over until the next session the business of deal- 
ing with major FHA amendments. The resolution 
would extend the present FHA program to March I, 
1950. The House had passed a bill, supported by 
this industry; but the Senate refused to take it up. 
The Senate ignored its own bill, too, providing for 
direct governmental housing loans. 


THE RESOLUTION, however, would authorize 
additional funds. For example, $25,000,000 more for 
the FHA Title I program; three-quarters of a billion 
more in loan insurance under Title II; a half-billion 
more in insurance of large-scale rental projects; 
and a billion more for repurchase of home mort- 
gages by the Federal National Mortgage Associa- 
tion. The Mortgage Association gets its funds from 
the Reconstruction Finance Corporation. 


LOG JAM: In the late winter the Senate acted like 
the buggy horse that could trot all day in the shade 
of one tree; but in the early fall the old steed came 
roaring down the finish like Man-o’-War. But a lot 
of things had to be put over. The Senate bill, S. 
2246, that would have provided direct Federal loans 
for middle-income-group housing, is opposed by 
this industry. It undoubtedly will be brought up 
later on for debate. 


GRAIN STORAGE TROUBLES: The Calendar 
wouldn't know how general this is; but reports 
come in that frame construction grain bins, pur- 
chased under the government program, haven't all 
been standing up. Federal officials say they've cor- 
rected the difficulties; but some damage, including 
injury to the reputation of wood construction has 
been done. The trouble seems to divide between 
faulty design and inexpert builders. 


ASSOCIATION OFFICIALS say part of the diffi- 
culty lies with new concerns which don’t realize 
the great weight of stored grain, have made low 
bids and have tried to salvage a profit by overlook- 
Ing part of the materials: Government inspectors 
seem to have been too few. Many experienced 
rural dealers have done business directly with farm 
customers, with no intervention of Uncle Sam. There 
seem to be no customer complaints in those deals. 


HOME BUILDING: Construction and real estate 
xperts think the country will weigh in with 900,000 
housing units this year; not much below last year’s 
rd. The Department of Labor says more than 
n a million permanent non-farm units were 
‘ed during the first seven months of 1949. On 
oasis, and including farm dwellings, the NRLDA 
nks there'll be more than a million new homes 
ried this year. 
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BUILDING CONSTRUCTION COSTS seem to be 
declining; although the movement varies so much 
in different areas, and for different reasons, that the 
figures are not too useful. However, the Dow Serv- 
ice says that in the eastern part of the country con- 
struction costs are down almost nine percent as 
compared with a year ago and about two and a 
half percent as compared with six months ago. 


Sure enough, they’re still about 86 percent above 
‘41. 


STABILIZATION: This indicates a check in price 
declines; and it looks as though most construction 
costs have found about the level they'll hold for 
some months to come. Wages are not likely to 
decline. Building labor is pretty efficient and isn't 
expected to come across with enough more hourly 
output to make much change in over-all construc- 
tion costs. And erratic inventory policies of the past 
year are settling down. 


PRACTICAL BUILDERS as well as private econo- 
mists think next year will be pretty good; especi- 
ally the first half. Many say frankly that the second 
half of 1950 is anybody's guess; adding that it may 
well taper off. Several reasons. There’s been a 
long stretch of postwar, high-quantity house con- 
struction. There are signs of apartment surpluses, 
here and there, especially of high-rental units. 
Maybe too much loan-insurance stimulation. 


THE HOUSING EXPEDITER says the average in- 
dustrial area is still short of houses; and he makes 
this the reason for continued rent control in those 
communities. However, he’s doing a right brisk 
job of decontrolling other places; in fact is releas- 
ing upwards of 40 towns or areas per week. In 
general, cities of less than 25,000 people get re- 
leased without much monkey business unless local 
citizens prove unusual need for the regulations. 


PROMOTION OF SMALL HOUSES, so some ob- 
servers think, may well result in some saturation of 
the market by late summer of next year. Govern- 
ment housing, if it's to catch on at all, should be 
doing its stuff by that time. It's quite possible, so 
these specialists say, that the demand for medium 
to high-priced houses will continue and even rise 
when the low-priced offerings are showing symp- 
toms of a sated market. 


FEDERAL RESERVE STUDIES, however, show 
that millions of families are still anxiously interested 
in new homes. The market is there, if it can't be 
taken for granted as it could be in the first three 
or four postwar years. The national economy looks 
pretty good to the Council of Economic Advisers, 
for this and next year. They're more afraid of a 
spreading pest of strikes than of a declining con- 
struction market. 
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Douglas Fir 
PLYWOOD 


LARGE, LIGHT, STRONG 
REAL WOOD PANELS 


DOUGLAS FIR PLYWOOD ASSOCIATION e TACOMA e 
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A PROPOSAL FOR A LIGHT CONSTRUCTION INDUSTRY MERCHANDISING CONGRESS 


Shall the Investment Factors of the Industry — Manufacturers, Wholesalers and Dealers — Unite on a Coordinated 
Marketing Program? 


At the recent meeting of the Manufacturer-Dealer 
Coordinating Committee of the National Retail Lum- 
ber Dealers Association and the Producers’ Council, 
Inc. (wholesale groups were also represented) a pro- 
posal was advanced: 

That the manufacturers, wholesalers and retailers 
who supply the new home, structural improvement 
and farm building markets (10 billions annual mar- 
ket potential) should hold a National Light Construc- 
tion Industry Merchandising Congress some time in 
1950. 

The objective of such a Congress would be to mo- 
bilize the ablest merchandising minds among the 
manufacturers. wholesalers and retailers of the in- 
dustry against nine industry-wide problems: 

1. That of securing effective integration of mer- 
chandising techniques and procedures from factory 
doors to the ultimate consumer or user of light con- 
struction industry products. 

2. That of aiding and abetting the retail merchan- 
dising establishments in the industry in effecting a 
more complete coverage of the new home, home im- 
provement and farm building markets. 


3. That of bringing about more creative and sug- 
gestive selling at the point of consumer sale in the 
industry. 

4. That of securing adequate numbers of well 
trained retail sales managers and consumer salesmen. 

9. That of making it easier for consumers to buy 
building products. 

6. That of eliminating or minimizing any unjus- 
tifiable distribution wastes that exist in the industry. 

7. That of providing more and better light con- 
struction products for less money to consumers. 

8. That of implementing the Pledge of Retail 
Service adopted by the National Retail Lungber Deal- 
ers Association at Colorado Springs in 1946. 

9. That of building a public relations program 
based on responsible performance by the light con- 
struction industry. 

We pledge our enthusiastic and continuous support 
to this proposal. 

In spite of the splendid merchandising job done 
by many retailers, homes, home improvements and 
farm buildings are still the most difficult to buy of 
all consumer necessities. 

In spite of the large percentage of consumer sales 

couirolled by dealers, cut throat competition is re- 
ducing net profits to the vanishing point in many 
markets and there is no legal road to net profit except 
dealer controlled selling of building products and 
packages direct to consumers. 
‘1 spite of the splendid job done by the industry’s 
' day schools and the 4 year university courses— 
Ww have a seriously inadequate number of trained 
‘tail sales managers and creative salesmen. 


Bur.pinc Propucts MERCHANDISER 


In spite of the energetic and thorough promotional 
job done by the leaders among the country’s retailers, 
the retail industry as a whole is spending less than 
14 of 1% for consumer advertising. 

In spite of the country-wide growth of modern 
stores and display rooms in our industry, thousands 
of consuming markets have no store type facilities 
where they can shop for the packages of the light 
construction industry with the assurance of adequate 
and responsible service. 

In spite of the splendid sales volume generating in 
the retail establishments of this industry, our fac- 
tories stand in danger of curtailed production, shut 
downs and lay offs once the new home market is sat- 
isfied unless we can bring about creative and sugges- 
tive selling at the retail level of structural improve- 
ments and farm building. 

In spite of all the efforts of the industry to secure 
sufficient favorable public opinion to defeat the 
socialistic housing program, the measure passed and 
the administrators boast that it was because of the 
“failure or inability of the industry to coordinate,” 
that the government has taken over the responsibility 
for the coordination of research. 

Because of the lack of distribution coordination 
shall the government take that over too? 

As Dilman Smith of Opinion Research Corporation 
said so significantly at the Producers’ Council annual 
meeting, “You cannot divorce your public relations 
from your merchandising.” 

Our industry's public relations can rise no higher 
than our merchandising. 

If such a Merchandising Congress can portray the 
problem clearly in all its parts, can plan an effective 
and progressive solution, can provide the implemen- 
tation of specific methods and procedures with the 
necessary merchandising tools and machinery, can 
provide an adequate sales management and sales 
training program, can unite manufacturers, whole- 
salers and dealers on what can be done on a group 
basis and what must be done on an individual com- 
pany basis and how to coordinate the two—we are all 
for it! 

Here’s hoping the committee will go to work 
promptly and come up with a program which justi- 
fies such expectations, and that before 1950 is many 
months old such a Merchandising Congress will be 


held. 
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Above: An Upson Ceiling complements and 
enhances the beauty of the library—one of 
the rooms in Mr. Giesy’s home. 


At right: Distinctive Residence of R. M. Giesy, 
Jr., Lancaster, Ohio. 


MAIL THIS COUPON TODAY! 


THE UPSON COMPANY 
5510 Upson Point, Lockport, New York 


I want to know more about Upson Strong-Bilt Panels. 
Have your Territory Representative call on me. 


NAME 
NAME OF FIRM 
STREET 


CITY STATE 
@eeeeeeeeeoeeeeeeeeeeeeeeeeeeeeeed 
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WE ASKED 
BOB GIESY: 


President The H. H. Giesy and Bros. Co., 
Columbus, Ohio, widely known as an aggressive 
merchandiser of quality building materials. 


“‘What has been your experience with 
the Upson Strong-Bilt Panels you 
installed in your own home?’’ 


HE TOLD US. 


‘“‘We put Upson Strong-Bilt Panels on all 
the ceilings of our home which was 
completed in 1941. That means they have 
been in almost nine years. So far, there 
has been no repair work of any descrip- [7 
tion on them. As a matter of fact, they 
haven’t even been repainted. Since there | 
isn’t any plaster, none has cracked, and 
none has fallen. That trouble was com- 
pletely eliminated with the Upson Panels. 
Visitors still comment about the beauty [7 
of our paneled ceilings.” | 


R. M. Giesy, Jt. F 


PANELS 


Bob Giesy is typical of many lumber 
dealers who have used Upson Strong-Bilt 
Panels in their own homes. When lumber 
dealers build homes for themselves, they 
use materials they know are best. 
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Is you | Self-service in lumber pieces 
promoted by Salt Lake dealer 
THIS odd-piece lumber bin is 
found in Charley Ketchum’s yard 
in Salt Lake City. Each piece is 
marked: 1x2—5, 18c; 1x6—3, 33c; 
‘ 1x3—7, 30c, etc. Ketchum’s find 
’ that people like to select these 
odd pieces for themselves. 
3 on all 
h was 
2y have 
, there F 
lescrip- [7 
t, they F 
e there 
ad, and 
iS Com: RACK keeps odd pieces of lumber in 
Panels. : order at Ketchum’s Salt Lake City yard. 








Dealers may want to move such 
a rack out front where as many 
customers as possible will see it. 
Sale of such pieces for odd jobs 
can lead to sale of nails, paint and 
perhaps a hammer and brush. 


HIWAY SIGN 
Location, size and appeal, all 
add up to better effectiveness 

THIS Paul Bunyan is big enough 
to mow down trees in the best Bun- 
yan tradition. But size isn’t the 
only thing that makes Paul effec- 
tive in this case. 

He is located justsaround a curve, 
three miles out of Brainerd, Minn. 
You can’t ignore him in that loca- 
tion. And at night the headlights 
pick him up brilliantly, as the driv- 
er straightens out the wheel. The 
sign is on a main highway leading 
from a heavily populated resort 
area to Brainerd, the region’s 
shopping center. 

Paul Bunyan Building Supply 
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Maryland dealer uses big 


esy Jr ; pictures for a 
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plays and yards can be 





dvertising 


BLOWUPS of store fronts, dis- 


used in 


many spots to impress the public 
with your modern store, yard and 
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THE MODERN LUMBER YARD 62.500 Sq F1 lads ave Serup 


ROVER 


MILLWORK: BUILDING MATERIALS 








displays. The I. S. Turover Com- 
pany of Bethesda and Riverdale, 
Md., used these blowups at a 
builders and home show. 

New house jobs and remodeled 
rooms also make interesting blow- 
up subjects. 

















PH“ 'O BLOWUPS as used for advertising by the I. S. Turover company, building 


umber ores 4725 BETHESDA AYE. BETHESDA.M D. 

g-Bilt peanct 6301 RHODE 1S. AVE. RIVERDALE, MD. 

umber Phone Union 6868 : 
ma'-cials dealer in Maryland. 
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| PAUL BUNYAN 


BUILDING SUPPLY C 
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EFFECTIVE outdoor advertising by the 
Paul Bunyan Building Supply company 
of Brainerd, Minn. 








Company is located on the same 
highway at the outskirts of Brain- 
erd. <A well chosen location, size 
and appealing subject matter cause 
many a motorist to do business 
with the company Bunyan adver- 
tises. 


LITERATURE RACK 


Sales literature a problem 
in your store?—+try this idea 


AN ISLAND display rigged up 
to hold manufacturers’ sales 
pamphlets, plan books and other 


MAGAZINE rack keeps literature neat. 


sales literature will keep your coun- 
ters clean—keep printed matter 
clean and handy for customers to 
help themselves. Wire springs hold 
books in place. 

Top of counter can serve to dis- 
play a specialty item. 
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What to Sell oz Christmas 


D O YOU SIT by before Christmas and watch other 

merchants play a merry tune on their cash reg- 
isters? Many retail lumber dealers have found that 
they too can help Santa Claus make Christmas com- 
plete — with Mr. and Mrs. Homeowner getting a big 
assist. 

The emphasis for years has been swinging over to 
giving practical gifts— and what is more practical 
than home improvement and comfort items? A little 
selection, a little decoration, a little promotion, will add 
the Christmas spirit. Included on these pages you will 
find a check list of materials for Christmas selling. A 
good share of them is stocked by most dealers. 

Some lumber yard products obviously don’t fit into 


the Christmas picture—a sack of cement would hardly 
elicit thanks; but the list of items you can promote as 
gifts is much broader than you might think at first. 

Christmas gifts you can sell might be divided into 
two classes: individual items and packaged sales. 


WHAT INDIVIDUAL ITEMS TO PROMOTE 


First thought, perhaps, is tools. They can be 
featured either separately or grouped together in a 
tool chest. The home putterer who has been getting by 
with a beat-up saw or worn out set of chisels would 
be tickled pink with sparkling, quality set of new ones. 
A table saw, lathe or drill press fills the bill for the 
more ambitious home craftsman. 





J Check List 


Power tools: 


onooo0o0o0oo0n0 


table saw 
electric hand saw 
lathe 

drill press 

band saw 

power drill 
portable sanders 
paint sprayers 
paint rollers 


Hand tools: 


DONO OoOoOo00 


saws 

chisels 

brace and bits 

set of files 

wrenches (especially in matched 
sets) 

hammers 

tool chests—plain and 
equipped 


Home hardware: 


OOOO000 


closet 

door chimes, knockers, etc. 
fold-away ironing boards 
fireplace hardware 

medicine cabinets 

towel, racks, soap dishes, etc. 
door grills; ornamental 
ironwork 


Mirrors: 


O 
O 
O 
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wall size 
convenience mirrors 
door mirrors 


Heavy appliances: 


Ta 


Sp 


H 


O 
O 
O 
O 
0 
O 
O 
O 
O 
O 


OOOOO0O00s 


O00 OOs00000000 


deep freezes 

electric clothes driers 
garbage disposal units 
kitchen range 

room heater (bath and dressing 
room) 

water heater, etc. 
refrigerator-washing machines 
kitchen ventilators 

water systems 

water softeners 

e appliances: 

waffle irons 

roasters 

toasters 

travel irons 

automatic toasters 

mixers 

clocks 

radios 


rting goods and toys: 


toy trains 

guns, ammunition 
sleds 

bicycles 

skiis 

fishing tackle 
ping-pong tables 
playhouse 


by items: 


any of tools 

packaged pieces of short 
lumber 

wood carving tools 
woodworking and home crafts- 
men books and plans 


October 


Millwork: 


OOOO0000 


corner china cabinets 


. new storm sash 


wardrobe closets 
mantels 

telephone cabinets 
shutters 

cedar lined chest 
step ladder 


Garage hardware: 


O 
O 
O 


new garage 
new garage doors 
electronic door openers 


Floors and floor coverings: 


O 


asphalt, cork or linoleum for 
baths, kitchens, halls, playrooms 
—plank or block hardwood de- 
signs to dress up rooms 


Gift shop items: 


OOOo0Oo0oo0o0o00 


NOOOoOood 


vases 

cutlery 

= 

amps 
bookends 
dishes 
flashlights 
thermos jugs 
house numbers 


sual items: 


door mats 

electric blankets 
presto-logs 

flame colorings 

a new house for Christmas 
unfinished furniture 

K. D. furniture 
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Oue dealer promotes a rudimentary set of tools, 


grouped with a carpenter’s apron, as just the gift for 
the junior builder. 
HOBBY ITEMS 


Tools can also be grouped as ideal gifts for the hob- 
byist. As simple a thing as a group of selected short 
boards, wrapped with a big red bow, would be right 


' for a young craftsman. Unfinished and KD furniture 


£% 


#) 


| 


©) would please the adult. 
) HOME HARDWARE 


Numerous items of hardware spell Christmas giving 
to the homeowner. Door chimes and knockers, door 
grilles and other ornamental iron work add charm to 
the recipient’s entrance way. A set of matched and- 
irons and fireplace screen are especially appropriate at 
Christmas, when a cheery fire is kept going in the 
hearth. Towel racks and-sets of bathroom hardware 


' are items on the more practical side. 


Door, wall-size and convenience mirrors also have 


| their place in Christmas giving. 


| HEAVY APPLIANCES 


Dealers with an appliance department have a whole 
series of gift ideas. Room heaters are perfect for 
dressing and bath rooms on cold winter mornings. 


> Garbage disposal units, kitchen ventilator fans, and 
» water softeners will please the housewife at a reason- 


‘ 
; 
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able cost. In the higher price range are deep freezes, 
electric clothes driers, new ranges, water heaters and 
dish washers. 
TABLE APPLIANCES 

In the lower price range, but always excellent as 
gifts, are such things as toasters, lamps, bookends, 
flashlights, picnic jugs, and electric roasters. Such 
items are excellent to get gift shoppers in your store. 
SPORTING GOODS 

Sporting goods for Christmas does not mean neces- 
sarily a year-round department. Toy trains, sleds, bi- 
cycles, skis and such items can be stocked on a strictly 
seasonal basis. Such things as ping-pong tables and 
fishing tackle (if you’re in fishing territory) may be 
year-round items, but they are good Christmas sellers. 


Your wholesale hardware house can offer suggestions 
on other sporting goods items to try. 
MILLWORK IS GOOD 

One of the standard lines in most retail yards sup- 
plies a high percentage of excellent gift ideas. This 
line is millwork. Every housewife dreams of snow 
white corner china cabinets in which to show off her 
prize dishes. New, easy-to-put-on storm sash, tele- 
phone cabinets, cedar lined closets and step ladders are 
other millwork gift ideas. A new easy-to-open garage 
door is still another idea. 
COLORFUL NEW FLOORS 

Asphalt or cork tile and linoleum offer a gift possi- 
bility that covers a wide range of decorative needs as 
well as a wide price range. Hardwood plank flooring 
or hardwood block design flooring makes a gift possi- 
bility to dress up a living room to the satisfaction of 
the whole family. 
GIFT SHOP ITEMS 

A gift shop department for the holiday season can 
be built up by a selection of stock items and perhaps 
the addition of seasonal items not normally stocked. 
A gift shop is especially valuable as a point around 
which to build promotion material to get women shop- 
pers. Some items that might be included are vases, 
cutlery, lamps, flashlights, etc. 
UNUSUAL GIFTS 

Another good idea for building shopper traffic is to 
create and promote an unusual gifts department. This 
department might feature flame colorings for the fire- 
place, Presto logs, electric blankets, even a new house. 

No dealer will have time or space to promote as 
Christmas gifts all the individual items mentioned 
above. But the list does show that no dealer is lacking 
for products that make excellent gifts. 


PACKAGED SALES 

JUST AS PRACTICAL giving has caught on the 
past few years, so too has the custom of giving gift 
certificates. Gift certificates have a particular signifi- 
cance for retail lumber dealers because they open up 
a whole new field of Christmas selling: the remodeling 
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HERE is how one dealer did a => 
professional job of window 
trimming last Christmas. This 
particular display features the 
kitchen, with emphasis on the 
ice-box. Other windows hilight 
individual items as they would 
appear in the house. 









































MANY millwork items make 
top flight Christmas gifts. This 
window features a bookcase and 
ironing board cupboatd. Other 
excellent millwork products for 
Christmas promotion are corner 
china cupboards, cedar lined 
closets, and kitchen cupboards. 















Ben vine Propucts MERCHANDISER 


HERE is an excellent grouping 
of Christmas gift items in a 
dealer’s display window. A well 
arranged grouping of tools is 
featured in the center. To the 
right is an outdoor barbeque 
set. On the left side is a match- 
ing set of fireplace hardware; 
andirons, screens, and fireplace 
tools. 
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HERE’S a child’s 
room. Supply a 
gift certificate for 
under the tree. 


A STUDY or den 
remodeling will 
make an interesting 
gift. Do the work 
after the holidays. 


WARDROBE closets can be 
installed with a minimum of 
trouble and cause thanks 
throughout the year. Use the 
gift certificate idea. 


BB 4 CORNER 
china cabinet— 
every house- 
wife’s dream. 


ELECTRIC blan- 
kets make a good 
traffic builder for 
Christmas time. 

















Time Table for Holiday Selling 
Week of November 7 


Check list of Christmas sales products (refer to com. 
plete list on these pages) to make sure you have every. 
thing ordered you need. 

Start planning for store and window displays— what 
materials you will need and how to use them. Arrange 
for services of professional window trimmer, if necessary, 


Week of November 14 


Start advertising campaign with flash reminders jp 
your display ads that your store offers a “lay-away” 
plan. Advise customers to select their gifts early, avoid 
the rush of late shopping. Small deposit will hold a gift, 


Week of November 21 


Plan holiday work schedules with evening shopping 
hours 10 days before Christmas. Arrange for extra help 
(possibly friends and relatives of present employes), 
Women clerks will work out especially well at Christmas. 

Make final plans for trimming windows and arranging ff 
floor displays. These should be ready by Monday, De. ff 
cember 5. i 

Week of December 5 

Begin display advertising featuring Christmas gift f 
items for every member of the family—tools, toys, ap- f 
pliances, remodeled rooms, etc. 


Week of December 12 ; 
Start evening shopping hours this week. Mention this 
service in your ads. 
Week of December 19 


Special Promotion Day for children accompanied by & 
parents. Arrival of Santa Claus and free gifts and candy 





for both adults and children. opp 
per! 
are 
of rooms. The customer contracts for a remodeled room | C 


job, the dealer gives an attractive gift certificate to | fro 
be put under the Christmas tree. The certificate calls | dis) 
for the new room to be installed after the holiday | tun 
period. tha 

The Lakeside Lumber company in Oswego, Ore, f pro 











features remodeled kitchens as one of its leaders in | Suc 
Christmas, but many other rooms can also be sold. DEA 

Any boy or girl would love a room done up with ( 
paneling, port hole windows and double decked bunks. — pul 
The housewife, besides a new kitchen, would be thrilled — by 
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with a spanking new laundry and sewing room. 

The man in the house may be yearning for a neatly 
done up work shop down in the basement—or a snug 
little den where he can escape from the family merry- 
go-round now and then. 

Of interest to the whole family is increased bath- 
room space, a dining nook, or a rumpus room. 

TIME PAYMENTS 

The gift of a remodeled room will have more than 
one appeal to the budget-minded Christmas giver. At 
a time when cash is short, a remodeling job can be 
contracted for under FHA Title I without a penny’s 
down payment, and no monthly payments until the 
job is under way. 

FOR THE DEALER 

Selling remodeled rooms with gift certificates and 
under Title I gives the dealer a chance to promote 
and sell almost every item he stocks at a. time when 
the sale of building materials is at rock bottom. A 
few Christmas gift rooms would mean sales of every- 
thing from nails and two-by-fours to flooring and fioor 
coverings, decorative wall panels and wood paneling, 
all types of ceiling materials, millwork, paints, appli- 
ances, plumbing materials, electrical fixtures, and 
many other major and minor items. 
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Sy Promotion 


OMPETITION FOR the consumer’s dollar is 
never any keener than at Christmas. And the 


/ opportunity for a big volume business in a brief 


period is never any greater. More and more dealers 
are grasping this opportunity. 

Christmas offers a time for excellent promotion 
from both a selling and good will standpoint. Seasonal 
displays and promotion offer one of the best oppor- 
tunities for institutional advertising — advertising 


| that will pay off dollar-wise as well. Many of the 


promotion ideas outlined below are store-proven by 
successful dealers. 


| DEALER PROMOTION IDEAS 


Czerwiec Lumber Co., Chicago, received widespread 
publicity in metropolitan newspapers last Christmas 


_by the creation of a Nativity scene atop its store. 


This display was floodlighted at night. Arrangements 
were made with a neighborhood church for a nightly 
program of carols by the boys’ choir singing adjacent 
to the display. The free word-of-mouth and news- 
paper publicity was worth many times what the dis- 
play cost in time and money. 

In California, the Barr Lumber Co. at Santa Ana 
always features outstanding Christmas displays both 
inside and outside their stores. As a promotional 
idea the company gave away fresh Christmas trees to 
all its customers last year. Some years ago the com- 
pany gave away baby redwood trees. 

Since Christmas is a time for giving, dealers. should 
be supplied with candy and inexpensive toys or souve- 


uirs, colorfully wrapped, for the children. Note in: 


your Christmas newspaper advertising that a free 
gift is available to every child accompanied by an 
adult who enters the store. A Santa Claus may be 
hired for part-time duty to dispense the gifts at cer- 
tain hours. An appropriate spot can usually be found 
In the rear of the store where Santa can establish his 
headquarters in a booth colorfully decorated for the 
occasion. This location should.take the adults through 
the aisles of gift items. 

If you want to make Santa a paying proposition, 


Bui.pINnGc Propucts MERCHANDISER 


ADULTS AND CHILDREN were fascinated by the Barr Lum- 
ber Co. novelty atop their Santa Ana store. The Hansel and 
Gretel candy house was topped by a pole and platter powered 
by an electric motor. Two dolls dressed in authentic “Hansel 
and Gretel” costumes turned round and round on top the plat- 
“ for almost two months. This feature was played up in Barr’s 
ads. ' 


FREE NEWSPAPER PUBLICITY for Czerwiec Lumber Co., 
Chicago, resulted from this Nativity scene atop their store, yet 
easily visible from the street. Boy carolers from a neighboring 
church sang nightly. 


+ GLORIA IN EXCELSIS DEO Ss 
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you can set up a Santa Claus gift shop with gifts 
stocked about it. A small fence can be built around 
this display to keep the children at a distance. Pay- 
ment for these gifts can be handled without suspicion 
from the youngsters by printing gift tickets and 
placing them at the cash register. The parent pays the 
cashier for a ticket which the child merely presents 
to Santa Claus for a gift. 

Santa can work from behind the fence, but should 
also circulate through the store and should appear 
at times on the street outside the store. 

Still another promotion idea utilized by some deal- 
ers is a special Santa Claus Day on which arrange- 
ments can be made for Santa to arrive by sleigh 
with a packful of toys. This event should be given 
a good play in your newspaper ads. 


GIFTS TO CUSTOMERS 


Some dealers believe in giving gifts to customers 
as well as children. Instead of giving away calendars, 
an overworked gift item, one Wisconsin dealer gave 
away a baking dish. It cost no more than a calendar 
and was much better received. 


Recordings of Christmas carols broadcast outside 
the store have proved a pleasant attention-getter at 
Romney’s in Salt Lake City. The music attracts adults 
and children to the store’s display window, especially 
decorated for the Christmas season. The Romney 
window consistently wins prizes for excellence in 
contests conducted by the Junior Chamber of Com- 
merce. 

Many items can be pre-Christmas wrapped. These 
make attractive displays by themselves with an un- 
wrapped sample to show what the item is. Arrange- 
ments should be made to have all gifts Christmas 
wrapped, preferably by one of the salesladies. 

Christmas cards and letters are good institutional 
promotion. Merely a “Thank You” for business re- 
ceived during the past year and best wishes for the 
coming year creates a good feeling toward you on the 
part of your customers. 
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ETAILED PLANNING is the 
secret to successful Christmas 
selling. The last-minute rush has a 
way of creeping up on the dealer 
just the same way it does with the 
customer. One way to avoid this 
rush is to set up a time table for 
your Christmas season selling. (See 
Page 40 for a sample time table, 
which may be altered to serve your 
needs. ) 
Keystone of your promotion is 
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How to Sell 


advertising—newspaper, radio, di- 
rect mail. It’s not too early to start 
your Christmas advertising NOW 
by promoting the lay-away gift 
idea. Have customers make a de- 
posit to hold an item until later, of- 
fering them a chance to pay part 
each week and the balance when the 
gift is called for. 

Start customers thinking about 
Christmas now and you will start 
them thinking about what you have 


APPLIANCES are 
natural Christmas 
gifts. They can be in- 
expensive or expen- 
sive, practical and 
swank at the same 
time. Note the simple, 
yet effective Christmas 
dressing given this ad 
by the H. M. Dorsey 
Lumber Co. Ine. 


Hillsboro, Ill. 


H. M. DORSEY LUMBER CO., INC. 


General Electric Appliances 
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RUFFIN & PAYNE, Ine., 
one of Richmond, Virginia’s 
leading building materials 
merchants, gives a Christmas 
flavor to their staple mer- 
chandise in advertisement 
shown above. 
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O'Malley's — Serving Arizona Through 14 Convenient Outlets 


Fine tools from O'MALLEY'S 
will give him many yeors of 
constructive pleasure. Choose 
the gift HE wonts from 
GMALLEYS § wide selection 
of fine tools this week. 


It -- 


duentising 


to offer. This will probably mean a 
more substantial increase in your 
newspaper advertising display space 
immediately; copy written specifi- 
cally for the season; more cuts and 
art work appropriate to the season, 

Study the sample ads on these 
pages and note how easy it is to 
give everyday products a_ holiday 
flavor by a decorative border, a pic- 
ture of Santa Claus or some other 
seasonal touch. 





GIVE GIFTS FOR THE KITCHEN 


Brighten your kitchen 
with sparkling MONOWALL 


@ Youngstown Cabinet Sinks 

@ Steel and Wood Cabinets 

@ Formica Counter Tops 

@ Linoleum for Counter Tops 

@ Walls of Gleaming Tile 

© Rubber Tile Flooring 

@ Kitchen Exhaust Fans 

@ Waffle and Sandwich Grills 
@ Hotpoint's Automatic Dishwashers 
@ Automatic Food Mixers 

@ Automatic and Steam Irons 
@ Crank Operating Windows 

@ Hotpoint's Push-Button Range 
@ Hotpoint Rotary lroners 

@ Mullinator Garbage Disposers 
@ Electric Rangettes 


The BUILDING CENTER 
\Sl_Ovacan Sty Movucestsaa 











THE KITCHEN offers a score of gift suggestions. 
Gloucester (Mass.) Coal & Lumber Co. emphasizes 
a number of them in their advertisement above. 


LUMBER — ARDWARE — PAINT 
HEADQUARTERS « ath AVE. ond JEFFERSON, PHOENIX 


O’Malley’s ad (left) plays up inexpensive hand 
tools; other O’Malley holiday ads have made « bid 
for the higher-priced power tool business. 
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Here are some suggestions in 


preparing your Christmas copy: 


1) Offer gift certificates charge- 








You'll find hundreds of precticel tool 
and hordwore gift wems ot Myrtle Avenue 
Lumber Compeny. Most home-plenners ore 

home tinkerers—ond there's nothing quite so worm 
ing es receiving the tool or herdwore gift thot will 
enable them te get the most out of those spore hours spent 
building, repeiring or just puttering eround. You'll find our 
merchandise nationally edvertised, spoticssly new ond clean, ond 
in greet veriety. Come on down ond stort browsin’ orcund 


Ki ‘BB SAWS BY 
i DISSTON 


cote hie cg D-23 26” 7-pt. Crosscut $6.00 


a prised gift, and we woula | 0-7 26" 8-pt. Crosseut $4.95 
Rip. crosscut and | K-1 Keystone 14” Bock-Sow $5.80 
CARLSON STEEL TAPE RULES 
NICHOLS FRAMING SQUARES | Xe vrce te vet Monn ' of 
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sugerst that you shop early. 


















E-Z MARK BUTT GAUGE ete eee ee 


atewr door-hanger can do 

a professional job with this oe vb) 
easy-to-use butt gauge. Ne ad- . 
jusiments, ne errors 












CARBORUNDUM SPEEDWAY PLecanic 
neg pr capacity, pow. 
v viel wiversal mulot, 
chuck $12.40 
Wht MAS ° 
thw saw 
speed 
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$1.15 © $1.7 
Visk - GRIP TOGGLE 


WRENCH. world’s mow 
powerful hand tool, 





isn, $7258 
bob eRe 
“$4.25 


WAN. 
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REP DEVIL GLASS CUT- 
THK. the famous 
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GENUINE STANLEY PLANES 


STANLEY planes have au international reputa- 
on for quality, and we're glad to have a few io 
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STANLEY BAILEY JACK PLANE, STANLEY BLOCK 
14” Jeng, 2° cutter $ 30 T bong 1." ewite 






PAN a $2.15 





FOR THAT YOUNG BUILDER 


MECHANICS APRON 


WITH BASIC TOOL ASSORTMENT INCLUDED 


Frery young craftsman needs a sturdy apron for use in the shop or wn the ” 

>. and thie canvas creation, <atitched wi + and 5 
om for tools, fills the bill. Comes complete with ¢ squire 2 
roe 14 


le, piters, screwdriver, nails, sandpaper, notepad 2nd 

















FOR THE LADY OF THE HOUSE 
“LITTLE MONEY” GADGETS FOR CONVENIENCE 


CLOSET DOOR SHELF 


4y goodbye to cluttered clesets, A Kiteh-m | Increases hook eapacits almer ve 
Handy shelf fits inside closet door, holds waxes, | times. Atlarh several winx hook mole 
era, 


ca 
ai 35¢ 





GARMENT BRACKET 


e 
Jong, 5!” deep, 3° high 


UTILITY SHELF 


huch-m Handy chrome-finished shelf, 1 ,. 
ide of sink cabinet deer, holds soaps 
band 


Sr sas 


VERTICAL LID HOLDER e 


\ swell Kiteh-n Handy chrome holder fo *fil- 
© pot and pan lids in neat array 
ong 





4-ARM SWINGING TIE RACK 






rd at a 
by K-Veniener 
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Phones 1-3452 or 2-1621 


MONROVIA 


''ARDWARE GIFTS and tools for both 


idults and children are featured in this 
6-ineh deep display ad by the Myrtle 
venue Lumber Co., Monrovia, Calif. 


SUILDING Propucts MERCHANDISER 


able to the customer’s account. 


2) Gift-wrap every package and 
mention it in your ad. Remember, 
the customer expects the same serv- 
ice as he receives in the department 
store. 


3) Feature time payment plan 
and budget buying. 


4) Offer gifts for every member 
of the household. Break down your 
ads into sections with gifts for 


Father, Mother, Sister, Brother, 
etc. 

5) Emphasize quality and price. 
Toys and products generally offer 
more for the money than for many 
years. Many people buy on a Christ- 
mas gift budget. Quality is better 
and prices for most items are down. 
Say so! 

6) Use more cuts and art work. 
As eye-catchers, they are more im- 
portant than ever at this season. 


CHECK LISTS for “Him” and “Her” help make shopping easy at Dolan’s, one of Cali- 
fornia’s big building materials’ stores in Sacramento. Notice Dolan’s special holiday 
promotion ideas: gift certificates; every. purchase gift-wrapped. Liberal credit and 
plenty of free parking are added inducements. 





amount 


a 0d 
AS woo! & 
sacs: a 
SLEEPING priced low Be 








Easy-to-Buy! 
Grand to Receive! 


A 


GIFT 
CERTIFICATE 
from DOLAN'S 
A pleasing gift to receive 

+ an easy gift te buy! 
Have it made out in any 
and just 
|] charge it to your account! 


Everything for Building 
BUILDING MATERIALS @ 


Alhambra Blud. at P Street 








Ti 


Ric 
makers in, PERC, 
chrome” Seeutifuy LATOR 


a Every Purchase 
GIFT WRAPPED 
FREE of Charge! 

The most exciting packages under the tree 
will be Dolan Gift Wrapped! Whether 
large or small, your purchase receives indi- 
vidual attention and beautiful Christmes 
paper! Free, of course. 


HOME APPLIANCES 


Phone 6-048! 


Plenty of FREE PARKING 
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DRAMATIC double display of Christmas theme and merchandise was possible , 
with this two-story-high window at the Doud Lumber Co., San Jose, Calif. Entire , 
second story was devoted to a phantasy titled “A Christmas Dream.” Scenes de- | 
picted, left to right, little boy sleeping while five dwarfs work in Santa Claus’ work- 


shop (Santa looking through the window), and Bugs Bunny eating a carrot and 
leaning against a simulated hot stove, supervises the work of all. 


SPIRIT OF THE SEASON is evoked successfully in this modest window of the 
— Haven Lumber & Supply Co., New Haven, Ind. Closeup of window is shown 
ow. 


HOW TO 
SELL IT-- 


By Window 
and 
Store Display 


HRISTMAS WIN DO.W and 
store displays can be simple, 
yet convey the spirit of the season. 
The pictures on these pages in: 
dicate what a little tinsel, colored 
ribbon and a decorated tree placed 
in the window will do in creating 
Christmas atmosphere. 


That does not mean that holiday 
decorations should be skimpy or 
slipshod. This is the season to hire 
a professional window trimmer, if 
necessary. Now is the time to 
make arrangements for his services. 


BASIC DECORATION SUPPLIES 


However, there is a great deal 
that the dealer himself can do 
without professional assistance. All 
that is necessary, is an ample sup- 
ply of red and green ribbon; ban- 
ners with a “Merry Christmas” 
legend; tinsel, garland, icicles, fir 
boughs, wreaths and similar dress- 
ing like brick pattern paper for 
the walls. 

Windows should be given special 
attention. The first consideration 
is whether to dress them strictly 
in the spirit of the season without 
a selling message or to trim them 
for merchandising displays. Mov- 
ing displays—electric trains. and 
animated figures—are good eye 
catchers. 


There are scores of good items 7 
for Christmas window displays. | 
Turn to the article, “What to Sell,” 
in this issue for some suggestions. 
Tools and toys are naturals along 
with appliances of all types. Manu- 
facturers of these products are espe- 
cially cooperative in suggesting 
displays and seasonal promotional 
material. 


Just inside the store post a di- 
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dealer. 


rectory of your Christmas depart- 
ment locations and directional ar- 
rows showing where to find them. 
Remember, most gift shoppers don’t 
know what they want to buy when 
they start out. Make it easy by 
setting up special island displays 
with gifts for Father, Mother and 
Children and plainly labeling these 
islands. 

Try an island placarded “Prac- 
tical Gifts.” Remember there are 
two types of gift receivers—those 
who want something practical and 
those who don’t. Carry out this 
theme with a sign, “Make It a 
Practical Christmas—See Our Gift 
Department.” 

Have a decorated Christmas tree 
somewhere in the store with 
wrapped packages labeled as_ to 
contents and receiver. Put up a 
Santa Claus mail box where chil- 
dren can post their letters. 


TRIM STORE COLUMNS 


Islands, posts and walls can be 
decorated effectively and without too 
much trouble. Store columns can 
be trimmed barber shop style with 
red and green crepe paper. Large 
candy sticks can be made from 
mailing tubes covered with white 

‘th and then wound with red and 
freen ribbon and encased in cello- 
‘nane. Shelves can be papered with 

liday wrapping material. Even 

‘price tags for this season should 

printed in red and green and 
ry a miniature holiday figure 
St. Nick. 

ne dealer discovered that a five- 
ed island painted aquamarine 

s the most effective for toy dis- 

vs. It is of paramount impor- 


‘UILDING Propucts MERCHANDISER 


TOYS and sporting goods are natural gift items. This 
ple, yet attractive window, was featured by a Kansas 








sim- 
City 





SHADOW BOXES shown in the two photographs above, make effective display 
backgrounds for small tool and hardware items. The sign under the tool display 
(lower photograph), features a “Christmas Home Repair Kit” of 10 household 
items including enamel, thinner, wax, sandpaper, screw drivers, small household 
hammer, pliers, plaster patch, lubricating oil, paint and varnish remover. Various 
packages were gift wrapped to garnish the setting. 
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HARDWARE DISPLAY can be dressed up with the use of 
white corrugated cardboard, a Christmas tree sprayed with 
silver paint, imitation snow and similar props. 


tance in counter setups to arrange 
gift islands whenever possible 
within their own department. Im- 
pulse and suggestive selling is 
greater at this season than at any 
othé? time: 

It is a good idea to distribute 
fast-selling items throughout the 
entire store to eliminate traffic con- 
gestion and promote customer 
movement over the entire sales area. 
Considerable thought should be 
given to locating islands strictly 
for Christmas sales. It is a good 
idea to find a location as near as 
possible to the one occupied before. 
Old customers will gravitate to the 
place where they have always found 
products before and new customers 
are in no mood to go from one 
counter to another in search of 
companion items. Make their shop- 
ping easy. 


BRIGHT LIGHTING NEEDED 


Try to make your displays lively 
and bright. Increase your store 
lighting for Christmas with greater 
emphasis on spots and late evening 
lighting. 

Why not arrange one or two 
outstanding displays even if the 
effort is greater than the expected 
sales results? One such easy step- 
up display to make consists en- 
tirely of glass covered with light 
material, brightly illuminated be- 
neath. One dealer found that his 
display helped boost the sale of his 
gift shop items. 

Make your store the most at- 
tractively decorated store in town 
next Christmas. It will pay off in 
good will and added dollars in your 
cash register! 
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DECORATIONS can be kept simple, yet lend a Christmas 
atmosphere. Note how the decorated islands and columns 
liven up the entire display area. 


. 


TOOLS, both power and hand tools, are one of the fastest 
selling single items at Christmas. Manufacturers have ex- 
cellent window and store displays designed for this season. 


> 
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For easy, perfect 

action, (specify*) 
the proven 

‘eviotmet i KENNATRACK LINE. 

columns *New No. 620 Kennalatch 


KENNATRACK SERIES 200— "hese : 
#225__*250, for 34," sliding door, cab 


inet work. 


INTERIOR SETI Ts DOORS 


Kennatrack Series 200 line has two 
new types of hangers identified as 
225 for lower cabinet and 250 for 
upper cabinets. 


These two new hangers have been 
designed to meet a definite need 
for top mounted track in Store 
Fixture & Cabinet Work. 


— KENNATRACK SERIES 300. 


“ Neoprene tires, plain bearing 
134" passage doors oan. 


KENNATRACK SERIES *325 . : 
BALL BEARING. No. 302 Combination 


(greater load capacity, smoother guide and fraction latch. 
performance) A necessity for every 
sliding door. 





A new track designed especially 
for open pocket construction and ; 
to meet growing demand for a *New! 
track to offset vertically and by- No. 450 


pass I!/g"-134"-134" doors. Kennapull 


KENNATRACK SERIES 400. So efficient 


Now equipped with new full float- and easy to 
ing BALL BEARING carriage. install! 








Write today for literature 


*Indicates new A 
improved items. ; “ 


‘G 
JAY G. McKENNA, Inc. 


Specializing Exclusively in the Manufacture of Sliding Door Hardware 


ELKHART * INDIANA 
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Ways Successful Salesmen 
Overcome Shoppers’ Objections 


You can’t browbeat a customer into action, but you can change 
his mind in such a way that he will thank you for it! 


HERE ARE THREE main 

techniques in common use by 
successful sales people for over- 
coming shoppers’ objections: the 
direct rebuttal, the yes—but 
method, and what we call the 
boomerang. 


DIRECT REBUTTAL: 


In its simplest form, this method 
of overcoming objections says: 
“You’re nuts!” or “You’re a liar!” 
and the man who shouts the loudest 
and carries the biggest club wins 
that round. In a more polite form, 
direct rebuttal simply says: “To 


the contrary, you really want to- 


buy this item in spite of your ob- 
jection.” 

The old jingle says: “A man 
convinced against his will is of the 
same opinion still.” Today you 
can’t browbeat a customer into ac- 
tion. You can’t change his mind 
or activate his emotions by win- 
ning an argument. Get back to 
first principles. The big secret in 
selling is to make the customer act 
as you want because he wants to 
do it. 

“YES—BUT”: 

This is a little more tactful, and 
is perhaps most often used by 
people who are making a consci- 
entious and sometimes obvious ef- 
fort to be tactful. In essence it 
says: “There is no doubt a lot of 
truth in what you say, Mrs. Jones, 
and you have undoubtedly given the 
matter a lot of thought, but, here 
is a factor which you have not con- 
sidered, and because of it you 
should do so-and-so.” 

This method gives the customer 
credit for being sincere, credit for 
having some sense and some intel- 
ligence, admits the weight of the 
objection, but counter-balances it 
with new facts or another idea. 

THE “BOOMERANG”: 

The boomerang is the method 
which really rings the bell. But 
the sales clerk has to be constantly 
alert to use it, and not every sales 
conversation creates an opportunity 
to use it. The fellow who doesn’t 
want insurance because he’s lucky 
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“BOOMERANG” METHOD turns custo- 
mers’ objections into primary reason for 
buying. 


—he had seven narrow escapes last 
year—that’s just the reason he 
should buy it, now—the law of 
averages says his luck has about 
run out. 


The secret of the boomerang is 
that it converts the customer’s ob- 
jection into the primary reason for 
buying. She is afraid you can’t 
make deliveries; your store has a 
better record for making deliveries 
than any other, and if she’ll buy 
right now, you can take it down 
and have it put on the truck imme- 
diately. She has had some expe- 
rience with shoddy goods; we’re 
selfish people too, and we can’t 
stand for that sort of thing be- 
cause it costs us customers and 
money. 

There are, of course, many ob- 
jections and variations of objec- 
tions encountered by sales clerks 
on the floor. However, a few of 
the more common reduce to the 
buyer’s saying she wants time to 
think it over; she has to talk to 
her husband about it; she is buy- 
ing a lot of other things on time 
right now and is overloaded fi- 
nancially; she wants to wait and 
see what she will get as shower 
gifts or birthday gifts, etc.; she 
might lose her own job, or her 
husband is in danger of losing his 
job, and she wants to see what the 
future will be; she is already using 
a competitive item; she thinks the 
price is too high. Let’s see how 


some experienced sales 
handle these objections: 

“T want time to think this over.” 

“T want you to have all the time fF 
you*need to think it over. Are J 
there some points I have not made F 
clear or where I can give you more | 
information? If so, I’d appreciate 
your questions now, because I’m 
sure you'll agree with me that the 
time to think about it is now, 
while you’re here and I’m here to 
answer your questions and help 
you with your problem.” 

In some cases the customer who F 
wants to think it over has some 
other reason for delaying action. 
Analyze the situation and if pos- 
sible find out what that other rea- 
son is. She may want to check 
your merchandise against the ex- 
perience of a friend of hers; she 
may want to check your price 
against your competitor’s; she may 
just be picking your brains while 
intending to buy elsewhere. Smoke 
the objections out into the open. 
The boomerang is: “‘NOW is the 
time to think because I’m here to 
help you right now.” 

“My husband and I are buying 
a lot of other things on time right 
now, and we really can’t obligate 
ourselves any further right now.” 


“There are always things for 
which we can spend our money, | 
items that we want and _ should | 
have; but as one mother told her | 
daughter the other day, our spend- 
ing should be accompanied by some 
saving. The mother felt that her 9 
daughter could easily save a few 
cents a day toward something as 
important and permanent as the 
article she was considering. | 
imagine you feel pretty much the 
same way about it, don’t you?” 

OR: “Have you heard of our 
new Budget Account System? 
Many of our best customers have 
found it very convenient to handle 
everything they purchase through 
a budget account, so that they are 
free to get what they want when 
they want it, yet are not overload- 
ing themselves on additional time 
payment contracts whenever they 
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Piywood has 2 sides... 






You can get that “second profit” by selling 
Firzite, Satinlac and Weldwood Glue 
every time you sell plywood. 


e 7 a fir plywood and other soft 
MZ woods —and for hard woods too! 
(oo The finishing of fir plywood and 
: ™, other soft woods has always pre- 
sented problems. Today, these 


Cl RZ ITE Peete can be overcome by use 
mom { Of FIRZITE. 





Used as a pre-sealer, FIRZITE seals 
the wood pores...tames the wild 
grain...virtually eliminates check- 
ing and grain raising. Available 
in both white and clear, FIRZITE 
forms an excellent undercoat for 
stain, paint or enamel. 


White (or tinted) FIRZITE also provides an easy, low- 
cost way to achieve the blond, bleached or wiped finishes 
so popular today. 


Discuss the merits of FIRZITE every time you sell a piece 
of fir plywood. 


FIRZITE comes in pints, quarts, gallons, 5-gallon and 55- 
gallon drums. Counter leaflets and display panels of actual 
wood finished with FIRZITE are available as dealer helps. 


Sa Hinlae- preserving the natural beauty 


of all woods. 


You can recommend SATINLAC 
as a simple, inexpensive material 
for the proper finishing of hard- 
, wood plywood and similar woods. 
It is a clear coating which can be 
applfed without brush marks. 


SATINLAC produces a durable, 
attractive finish. It brings out all 
the natural beauty; does not darken 
or yellow with age. 





SATINLAC is put up in pints, quarts, 
gallons, 5-gallon and 55-gallon drums. Counter leaflets 
and display panels of actual wood finished with 
SATINLAC are available as dealer helps. 





WELDWOOD GLUE 


WELDWOOD PLASTIC RESIN GLUE 
joins wood to wood and other porous 
materials in a permanent bond, unaf- 
fected by moisture, bacteria, heat, fungus 
or mold. Available in small sizes for 
over the counter trade and larger sizes 
for cabinet makers, carpenters, etc. 


| 
| 





| 
| 
} 
i 








rite for details of our Special Lumber Dealer's FIRZITE and SATINLAC 
Introductory Assortment and a sample of WELDWOOD GLUE. 


UNITED STATES PLYWOOD CORP. 


Industrial Adhesives Division, Dept. 470 
55 West 44th St., New York 18, N. Y. 
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For FASTER PRODUCTION ... For elimi- 
nating REGLAZING . . . For QUICK SET- 
TING .. . Like all BIDDLE Products, PER- 
MA GLAZE is produced under LABORA- 
TORY CONTROL assuring you of uniform 
consistency. PERMA GLAZE sets as it is 
applied. You can ship safely without dry- 
ing time. Your REGLAZING PROBLEM dis- 
appears with LABORATORY CONTROLL- 
ED PERMA GLAZE. It can't be matched for 
higher, better production. Fill in the cou- 
pon below for working sample. 


>= 


LABORATORY CONTROLLED 


PLEASE SEND ME, WITHOUT OBLIGATION, A TEST SAMPLE OF 
BIDDLE LABORATORY CONTROLLED PERMA-GLAZE 
TO ATTENTION OF 


NAME 
FIRM NAME 
ADDRESS 
TYPE OF BUSINESS 


THE BIDDLE CO. Dept. LP-1 
612 S. MAIN ST., ST.LOUIS, MISSOURI 
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““VWENTO 
STEEL WINDOWS 


Bunozss and home owners both 
appreciate VENTO quality. It’s a line 
of steel casement windows that will 
bring you satisfied customers ... and 
business-building prestige . .. for the 
years to come. 


THE BUILDER likes 

to buy windows that 

are completely 

assembled, ready to 

install . . . that are 

sturdily constructed 
of heavy conten steel to stand rigidly 
in position during construction, and 
finally operate smoothly. 


te 
Te 


! 
ne 
. 


THE HOME OWNER 
likes the moderate 
price and enduring 
beauty of VENTO 
Windows . . . less 
costly than wood 
construction, better in quality than most 
steel windows. Fine quality workman- 
ship down to the smallest detail has 
real significance to the man making a 
“life-time” decision. 


( rr 


Wud re 


Other VENTO features are: heavier 
construction than other steel windows 
of comparable price; electrically welded 
throughout; easily installed screening 
or storm sash; roto hardware, and 
locking device. 


Write for 
price list 
and 


catalog 
. .. today! 


VENTO STEEL PRODUCTS CORP. 


249 COLORADO AVENUE 
BUFFALO 15, N. Y 
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POSITIVE REASONS for buying now 


will offset customers’ objections. 


add to their account. We can open 
an account for you, or change over 
your present account, so that you 
can have this merchandise now and 
suffer no inconvenience in paying 
for it.” 

Show her that she can have both 
what she is now paying for and 
the new article she wants. The 
boomerang: Her obj ection—fi- 
nancing—becomes the main reason 
for buying now and at this store. 

“IT want to wait and see what 
I will get for Christmas.” (Or 
shower, or as wedding gifts, or 
birthday, etc.) 

“You know, we all like to re- 
ceive gifts, and many times they 
are real surprises. But I wonder 
if you will get one of these, and 
if you do, if it will be the right 
size or style or color, or harmonize 
with your other things. Not long 
ago a friend of mine received 12 
lovely teaspoons for a gift, but 
they didn’t match a thing she had 
and were an obsolete pattern as 
well. Not only that, but the exact 
thing you want is right here, now, 
and it may not be here after 
Christmas.” 

“Yes—but—” What you want 
is here now, and you may not get 
it as a gift or be able to buy it 
here later either. 

“IT want to talk it over with my 
husband.” 

“I agree, Mrs. Jones, that if you 
were buying a new automobile or 
large pieces of furniture, or some- 
thing of that sort, it would be a 
good idea to talk it over with your 
husband. But with something like 
this, that you are going to use 
yourself, and live with day after 
day, you are the best judge of 
what will give you the most pleas- 
ure and the best service.” 

Yes—but: something you haven’t 
considered. You are the _ best 
judge. 

“I’m not just certain of the fu- 
ture. My husband is talking about 
changing jobs, and I don’t know if 
I can afford it.” 


“You know, Mrs. Jones, we eally 
all live by faith. Unless you are 
quite sure your husband will be 
making less money at a new job, 
you really owe it to yourself to § 
take advantage of this opportunity 
now. I know you appreciate nice 
things, and this will give you sat. 
isfaction for many months to 
come.” 


Direct rebuttal : Don’t be un. 
certain. Have faith in the future. 


“I am already using something 
else.” (A competitive brand or 
item. ) 


“Nearly everyone I talk to is 
already using either this product 
or something for the same purpose, 
just as we all have to eat some. 
thing or other. But we do try to 
eat the things we like and that 
will do us the most good. Now this 
merchandise . . . (go into hidden 
value and quality story) ...” 

“This looks wonderful, but the 
price is too high.” 

“Mrs. Jones, you’ve been a cus- 
tomer probably longer than I’ve 
been selling, and we both know 
that you get just what you pay for 
in everything you buy. What makes 
one article worth more than an- 
other which is similar? The ma- 
terials used, the skills of the people 
who make it, the styling and fash- 
ioning to your individual tastes. 
It is a combination of many things ff 
like these plus the pleasure of deal- 
ing with a reliable store that stands 
behind its merchandise and gives 
you extra services which makes 
this worth what we ask. After all, 
I’m not just trying to sell you 
something; we have cheaper items 
right here, but we both want the 
thing which will give you the best 
service and the most satisfaction.” 

Use the boomerang on price re 
sistance by building up the hidden 
values in the merchandise and in 
your store. 

There are lots of other objec- 
tions offered today by alert and 
economical shoppers, and _ equally 
many answers to them, varying 
with the details of a_ particular 
store and a particular sales situa- 
tion. 

The important thing for the 
alert sales clerk to recognize is 
that objections should be wel 
comed as an opportunity to get 
closer to the customer, to arrive 
at a better understanding of the 
customer’s real needs and desires, 
and to convince the customer that 
both the sales clerk and the store 
are really on the customer’s side 
of the counter, mutually trying t0 
help solve his or her problem. 


[J 
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j MANY BEAUTIFUL FLOORS OF THESE 
HARDWOOD OAK SQUARES HAVE 
ALREADY BEEN INSTALLED IN 
HOUSTON HOMES... 





HARLAND MILLER, 
Miller Bros., Specialty Co., Inc. 
5014 San Jacinto, Houston, Texas. 


The adaptability of Higgins Bonded 
Hardwood Block Floors to commercial 
or domestic construction is demon- 
strated by the installation pictured at 
right in the Town and Country Studios, 
Houston. Dealers and customers alike 
are amazed at the low cost for this 
quality flooring. Dealers like the full 
profits of the Higgins line. 
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THIS NEW FLOORING OF RICH, CLOSE-GRAINED 
SQUARES OFFERS LUXURIOUS BEAUTY COMBINED 
WITH DURABILITY. a 


ae 
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BONDED HARDWOOD FLOORS BY 


A few territories available, Write Dept. AL. INCORPORATED, 
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for WESTERN % WOODS 





PONDEROSA PINE 
ENGELMANN SPRUCE 
INLAND RED CEDAR 
FIR AND LARCH 


+k MOULDINGS 

sk FRAMES 

% CUT STOCK 

% CUT-TO-LENGTH 
TRIMS 


— Sales Office — 


449 Peyton Building 
P. O. Box 1290 
Telephone MAdison 0121 


SPOKANE, WASHINGTON 


be 


Trees aren't the only big things in Pack River country. This is a Kamloops rainbow trout 
from Lake Pend Oreille. 


PACK RIVER SALES COMPAN 


Pack River Lumber Co., Sandpoint, Idaho 
Northwest Timber Co., Gibbs, Idaho 





Representing [ 














Thompson Falls Lumber Co., Thompson Falls, Mont. 
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New Adhesives 


Make 


Improvement 


Home 


Easy 


THE: DEVELOPMENT of new 
heavy-bodied, solvency-type adhe- 
sives that set rigidly, and perma- 
nently bond all types of like or 
unlike materials, make it possible 
for the home-owner of today to 
easily and effectively do many 
types of home improvement and 
repair work. 

With it, loose 
or broken tiles 
can be replaced 


in kitchen, laun- ht 
dry, or both. Or 


an entire room 7% 


may be re-sur- 
faced with any of the many avail- 
able products. 
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Where it is 
desirable to face 
or re-surface 
walls or ceilings 
without nails or 
other fasteners, 
these adhesives 
will bond all types of wallboards 
to framing or old surfaces. 


Less 














Linoleum or 
other surfacing 
materials can be 
securely bonded 
to wood or metal 
cabinets, tables, 
and floors. 

The materials 
also will effec- 
tively seal leaks =. 
in water pipes +7) 
quickly and 
easily without 
dismantling the 
pipe assembly. 

















From Miracle “Dealer's Adhesive Guide.” 





"Personnel Practices Guide" 


Increased emphasis by Anvericay § 
employers on the personnel rvlatiop. 
ship between employer and employe 
was recently urged by the Labor Rela. 
tions Committee of the Chamber of 
Commerce of the United States. 

The committee made public a “Per. 
sonnel Practices Guide” setting forth 
briefly tested basic principles of per. 
sonnel policy deemed to be of primar 
importance in the field of employer. 
employe relations. 

“The purpose of this statement,” 
the committee says, “is to set forth 
principles applicable to people at their 
work in enterprises large and small, 
and designed to give recognition to 
the importance of employes and t 
increase their personal happiness and 
efficiency. 

Specific principles set out by the 
committee, all looking toward the 
achievement of better human rela 
tionships in American business, cover 
such matters as employment an 
placement, training programs, pro- 
motion, consultation and communica- 
tion, employment security, _ benefit 
plans, working conditions, and _ in- 
dustrial health and safety. Write the 
Labor Relations Committee of the 
Chamber of Commerce of the United 
States, Washington, D. C. 
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-{ie0.J.Silbernagel 


1 WHOLESALE DISTRIBUTOR 


of 


1 West Coast Lumber 


} and 


Lumber Products 


SPECIALIZING IN 


i PONDEROSA PINE 


DOUGLAS FIR 


e LUMBER 

@ MILLWORK 
® MOULDINGS 
e SIDING 

e FLOORING 


_.=.-.. > « 


a 


(e0.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Il. 
Telephone RAndolph 6-0540 


>... 2272 2272727477" a titi =<. <] « 
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UILDING Propucts MERCHANDISER 


More than a 
quarter century of 
plywood manujac- 
turing experience 


The experience of 
Associated Plywood 
Mills dates from 
1921. That is a long 
time in the relatively young plywood 
industry—long enough to characterize 
Associated Plywood Mills as one of the 
pioneers in the development and growth 
of this important building product. 

Manufacturing plants of Associated 
Plywood Mills, Inc., are located at Eu- 
gene and Willamina, Oregon, in the 
heart of the Douglas fir region. 

Warehouse stocks of APMI plywood 
are located in major population and 
building areas from coast to coast. These 
regional depots also are headquarters 
for experienced plywood men whose 
services are always available, and who 
are as close as your telephone. 


APMI Stock Panel Sizes 


Lengths: 60”- 72”- 84”- 96”- 108”- 120”- 144” 
Widths: 24”- 30”- 36”- 42”- 48” 


ASSOCIATED 


PLYWOOD MILLS, INC. 


MILLS: Eugene, Oregon, and Willamina, Oregon 


BRANCH SALES WAREHOUSES: Eugene and Willamina, Oregon; 925 
Toland St., San Francisco 24, Calif.; 4814 Bengal St., Dallas 9, Tex.; 
4268 Utah St., St. Louis 16, Mo. 


SALES WAREHOUSES: Bessonette & Eckstrom, 2719 S. Compton, Los 
Angeles 11, Calif.; Pacific Mutual Door Co., 626 Tacoma Bidg. (Home 
Office), Tacoma, Wn.; 1407 Fleet St., Baltimore 31, Md.; 2141 Throop St., 
Chicago 8, III.; 516 South Ave., Garwood, N. J.; Adams and Shawnee Sts., 
Kansas City; 2235 Territorial Road., St. Paul 4, Minn. 
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GARAGE "MONOPOLY" 


Well, not exactly a “monopoly,” of 
course! Lots of other lumber dealers 
and professional garage builders in 
the same city sell them too. But if 
you were to take a pot shot in the 
blue and ask the man on the street 
where you can buy a garage, nine 
cases out of ten he will give you the 
name of this particular lumber com- 
pany .. . provided he could supply 
any information at all on the subject. 

Persistent, well-prepared, large 
space newspaper advertising accounts 
very largely for the fact that this 
concern has become known far and 
wide as garage specialists. This ad- 
vertising is one of the several spear- 
heads in the merchandising pro- 
gram ...a “wedge” to pry open the 
prospect’s purse ... a leader to at- 
tract attention and maintain interest. 
Apparently it works ... if persistency 
has any value as a measuring stick. 


* * * 


All successful merchandising 
formulas contain the same es- 
sential elements. 


* * * 


GOOD MERCHANDISING 
IS NO MYSTERY 


All merchandising elements are well 
known. There is nothing mysterious 
about them. The job is to put them 
together into a carefully coordinated, 
well-integrated program. However, 
that’s only the start. The hard part, 
or shall we say the part that is seldom 
done, is to apply the sales power that 
makes the program work. 


The best merchandising pro- 
gram ever put together is val- 
ueless without motivation. 


* * * 


SELLING "WHAT" IS THE 
FIRST STEP 


“What” in this particular instance 
is a garage with enough unusual fea- 
tures to make it somewhat different 
than the run-of-pile garages. “Being 
different” is important. Nothing is 
more disastrous (profit-wise) than to 
become involved in a bidding contest 
on identical items with every lumber 
yard in the area on the basis of “low 
man gets the business.” That simply 
does not make sense ... or profits. 
That is why being a bit different than 
the other fellow is a merchandising 
necessity. 
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CLINIC 


It doesn’t take a big difference 
in products or services to turn 
the sale from a loss into a 
profit. 
os Ok * 
MAKING THE MOST OF 
“UNUSUAL” FEATURES 


Going back to the garage again, 
we find such interesting factors as 
(a) Check list of top quality features. 
(b) Priced ready-cut for the customer 
to erect or be erected on the custom- 
er’s property. (c) Five ways to pay— 
(1) cash, (2) unsecured note, (3) 
bonus, (4) 90-day charge, (5) monthly 
installments. 

Coupled with these features and 
played up in big headlines are such 
statements as—“The most beautiful, 
practical, lowest-priced garage in 
town” and “Your credit is okay—no 
payments due until January 1.” 

Many will correctly point out that 
there is nothing new or startling in 
any of these features. True! Trouble 
is, in most cases, they are not played 
up. Chances are that practically every 
dealer in the city would be glad to 
duplicate the offer, but won’t get a 
chance to do so because they have 
not applied the merchandising form- 
ula to the product. 


* * * 


LITTLE THINGS COUNT 

One of the illustrations of the gar- 
age shows “the same garage with an 
offset door. The offset can be done on 
either side and will provide three feet 
storage room for garden tools, bikes, 
storm windows, etc., which in effect 
gives a garage and a half.” Simple? 
Sure thing! Doesn’t cost an extra 
dime to do it that way, but it pro- 
vides a sales point. 

* Bs * 


“Ways to pay” come close to 
the top of the list in importance. 
* ok oe 


EASY TO BUY AND PAY 

Cash, unsecured note, 90-day charge, 
bonus, monthly installments. Know 
any other way? This menu of serv- 
ices provides an opportunity for the 
dealer to discuss terms and to get the 
customer to commit himself on the 
all-important subject. “Bonus” ac- 
cording to the advertisement means— 
“This garage can be paid for out of 
your bonus either in part or in whole. 
Pay nothing until you receive your 
check.” Obviously, the dealer feels it 
worth while to call attention to the 
wisdom of investing the State bonus 


by R.E.S, 


in something permanent, knowing 
that every other establishment in the 
city will be after the money. Good 


merchandising! 
* ok * 


No easier way to make sales 
than at so much per month. 


¢ @ 2 


PAY LIKE RENT... OWNIT 
SOON 


The assurance that “Your Credit Is 
OK” is followed by a listing of the 
36 monthly installments that will be 
payable beginning January 1. (The 
ad appeared October 1.) 14’ x 2 
garage, $11.66; 16’ x 20’, $13.57; 20’x 
20’, $19.97. A 6’ x 10’ addition, $2.24 


per month. 
ca * * 


Good advertising builds pres- 
tige for product and dealer. 


* * * 


PRESTIGE IS POWERFUL SALES 
TOOL 


There is plenty about this particu 
lar advertisement that causes the 
reader to believe that it wouldn’t be 
possible to get a better garage deal 
from any other dealer in the city. % 
why try! Assuredly, a company that 
regularly uses so much advertising 
space must have something worth 
while. Else why would it be constant- 
ly spending money. to tell about it in 
the newspapers? This conclusion is 
supported by the fact that other deal- 
ers have little if anything to say. 
Prestige for the garage and the deal- 
er not only brings prospects but helps 
turn them into customers. Prestige 


counts a lot. 
cs ok ok 


To quote, 
prices? 


or not to quote, 


* * * 


THE ETERNAL QUESTION 


This dealer believes in quotin 
prices fearlessly and boldly . . . mi 
only at so-much-per-month, but th 
total price in two ways: (a) Reafj: 
cut for customer to erect, $325 for the 
12’ v 12’. (b) Dealer will erect th 
same garage on customer’s proper! 
for $450. The latter figure includ 
4” cement floor, 2’ ramp or apr, 
8” footings—all cemented, floated atl 
troweled . . . provided, of course, th 
garage is erected in the city. Ti 
$325 price on the ready-cut material 
includes free delivery within a 30 
mile radius. 
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Make Your Own Selection 
of Quality Red Cedar Products 


IN ONE MIXED CAR 





@ Portland Brand Shingles—all grades. 

@ Skookum Tru-Cut Processed Shake. 

@ Skookum Tru-Cut Stained Shakes Brush-Coated 
in five fast-selling colors: green, brown, gray, 
prime white and buff. 

@ Hand-split shakes. 

@ Patch-Pack— complete shingle repair kit. 





Saves time—saves money—order the quantity 
and selection you need. Write for new mixed- 
car plan today, or call TWinoaks 1183. 





PORTLAND SHINGLE CO. 


9038 N. DENVER AVE. e PORTLAND 3, ORE. 










YOU’LL LIKE 
THESE 
FEATURES IN 


WEIGHT 
MARKED 
ON 
METAL 
LATH 


Weight is marked 
in large figures on 
each bundle, for 
all to see — the 
plasterer, the con- 
tractor, the archi- 
tect or the build- 
ing inspector. 


STUDS & 
_CHANNELS 


Each bundle of Ala- 
bama Steel Studs 
or Channels is 
plainly marked with 
the word ‘‘ALA- 
BAMA’ to insure 
the builder that he 
gets “Four A” Qual- 
ity. 











ALABAMA PRODUCTS INCLUDE— 


e Small Mesh @ Steel Studs e Wall Ties 
Diamond Lath e Corner Beads e Tie Wire 

e Rib Lath e Arch Beads e Hangar Wire 

© Striplath e Base Screed @ Bead Clips 


e Picture Mold 


SOLD THROUGH DEALERS ONLY 





P. O. Box 992 BIRMINGHAM, ALABAMA 
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Western Wholesalers 
Offer You 


— Right Service! 

— Right Stock! 
RIGHT! Your Western Wholesalers can 
furnish you what you need from their 


many mill contacts up and down the 
coast. 


They can give you the right service on 
delivery because they know what mills 
can handle your order promptly — the 
right stock because they know what 
mill is manufacturing the stock you re- 
quire. 


You can’t go wrong in putting your 


needs up to these leading Western 
Wholesalers. 





pb. 


or 


Market St. Sen Freacieco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 


WESTERN LUMBER MERCHANTS 
Eastern Office € Warehouse: 
rHE C. A. MAUK LBR. CO., TOLEDO, O. 








Trio Lumber Co. 


Wholesale Lumber 
Since 1928 


EUGENE, OREGON 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Riverside 4335 








Main 6954 





Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in mixed carlots. 


Morrill & Sturgeon GHonsTuRs) 
Lumber Co. 


Tes et ot ee 





Yeon Bidg., Portland, Ore. 
Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 
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Products .... Sales Aids .... Literature 


Forged Brass Door Knockers 
Ideal for Xmas Trade 


Harloc’s forged brass door 
knockers offer quality, lifetime 
products that have special appeal 
during the holiday season. The 
Cheshire and the Hamden are both 
designed for entrance doors. They 
are beautifully styled and each one 
is packed in a box with brass bolts 
and washers. Sizes are 8” x 214” 
and 7%” x 344” respectively. The 
attractive Branford and Durham 
knockers are for inside doors, 
measuring 34%” x 2”, and 4” x 2”; 
come packed one in a box with 
brass screws. Write Harloc Prod- 
ucts Corporation, Dept. AL, 25 
Fox St., New Haven, Conn. 


New All-Aluminum 
Combination Door 


A metal combination storm and 
screen door of new design and con- 
struction, is put out by the Fire- 
craft Corporation, builders’ of 
metal doors for nearly half a cen- 
tury. Not only is it the easiest 
door to fit and hang, according to 
the manufacturers,—for it takes 
less than an hour, under even the 
most difficult circumstances — but 
it is the most rigid door, they say, 
holding its shape perfectly for 
many years. Special feature, in 
addition to the are welded con- 





struction, is the easy change fron 
screen to glass or vica versa. Jus 
a slip and a click of the lock bar— 
and the change is made. The ney 
all aluminum combination door j 
made in 12 standard sizes which 
fit 90% of all openings. Write 
Firecraft Corporation, Dept. AL, 
3110 W. 51st St., Chicago, I. 


Pella Casement Windows 


Pella casement windows, 1004, 
pre-fitted at the factory, are de. 
signed to blend with modern or 
period architectural themes. Be. 
cause of their design versatility, 


i IS RN 





individual window arrangements 
can be created from the many pre 
fabricated stock size units avail 
able. When received on the job 
Pella windows are simply set into 
rough wall openings, caulked and 
locked in place by means of sted 
interlocking fins. These steel lined 
casements in new modular sizes are 
equipped with genuine White Pine 
sash that are full 134” thick. All 
ventilating units are equipped with 
Pella Rolscreens. Dual glazing pal 
els are optional on any unit, venti 
lating or fixed. A descriptive book- 
let is available titled “Collection o 
Ideas.” Other booklets illustrating 
Pella products include Rolscreens 
and Pella venetian blinds. Write 
The Rolscreen Company, Dept. AL 

Pella, Iowa. 
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PERFECTLY MATCHED 


takes up less room than 
standard lengths. 

EASY TO HANDLE 
saves handling time both in 
the yard and on the job. 

COSTS LESS 
cheaper than standard 
lengths; a grade for every 
need. 

REDUCES INVENTORY 
you stock less lumber—yet 
you can fill any bill. 

SAVES LABOR 

a builder favorite because 


DIERKS END-MATCHED PINE FLOORING 


Your customers know what “perfectly matched” 


there’s no sawing or squar- 
ing to do. 





REDUCES WASTE... 


means in flooring. They know that perfect matching 
with tongue and groove on the ends as well as the 
sides provides a smooth “one-piece” effect floor. 





That’s why it pays to have Dierks End-Matched Pine 
Flooring on hand when customers come to you for 
good-looking, durable, inexpensive flooring. 
With a small stock of Dierks End-Matched Pine 
Flooring you can fill any order. So don’t get caught 
short—order Dierks End-Matched today and cash in 
on customer demand for beautiful flooring at a saving. 
FREE: A high-grade thermometer mounted 
on a specimen of Dierks end-matched pine 
flooring. (This offer limited to dealers east 
of the Rockies.) Send 25c coin or stamps to 
cover cost of wrapping and postage. 


LUMBER AND COAL COMPANY 


1006 Grand Ave. Kansas City 6, Missouri 


lays faster; no cut-offs to 
throw away. 
MAKES SMOOTH TIGHT FLOORS . 


perfect match at sides and 
ends gives smooth “one- 
piece” effect. 


Dierks 


Dierks Bldg. 





The finest 

of logs are preci- 

sion-manufactured into quality 

lumber products by Tarter, Webster & 

Johnson—in modern mills, manned by skilled 

crews. All stock double-end trimmed. Dimension 
eased-edge. Careful seasoning, handling and loading 
—standard grades—insure you the best of satisfaction. 


Ponderosa Pine, Sugar Pine, White Fir, 
Douglas Fir, Incense Cedar 


ARTER 
WEBSTER 


























Lumber, Mouldings, Doors 
Cut Stock, Pine Plywood 


Our Specialties 


Pine and Fir Boards and Dimension 

Pine, White Fir and Douglas Fir Mouldings 

Top Quality Ponderosa Pine Doors 

White Fir Selects, Shop, Common, Dimension 
Ponderosa, Douglas Fir and White Fir Cut Stock 


AND 


JOHNSOW 


INC. 


Consult us on your next requirements 








No. 1 Montgomery St., San Franciseo, California 
P. O. Box 1731. Stockton, California 
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Gift Problems Solved 
with DeLuxe Fruit Cakes 


Rich, full-flavored DeLuxe Fruit 
Cakes can solve your holiday gift 
problems. Simply send your gift 
list for customers, friends and em- 
ployes to the Collin Street Bakery, 
and they will handle all details such 
as mailing, insurance and gift card 
enclosures. The exclusive recipe 
used for DeLuxe Fruit Cakes which 
includes the choicest fruits and 
nuts, gives a distinctive flavor that 
has won popularity over a period 
of many years. Write the Collin 
Street Bakery, Dept. AL, Corsi- 
cana, Tex. 


Packaged Home 


A new line of packaged homes is 
offered in seven different floor plan 
sizes ranging up to three bedrooms 
and full-sized dining room. The 


homes are partially pre-cut and 
partially prefabricated. Provisions 
for finishing in either frame or 
veneered masonry have been made 


“and construction will adapt to 
either an excavated basement, con- 
crete slab or post foundations. 
Each of the seven types will offer 
three variations in roof line and 
exterior appearance. The Pioneer 
Homes will be offered complete 
with heating system, plumbing, 
bathroom and kitchen fixtures, etc. 
Flooring, doors, windows, roofing 
and siding are optional with the 


buyer. Write the Pioneer Co., 
Dept. AL, Century Bldg., Pitts- 
burgh 22, Pa. 


Preventing Waste 
from End Checking 

No. 464-A Lumber Sealing Com- 
pound is for sealing ends of stacked 
lumber to prevent waste due to 
checking. It is applied by spray 
gun, brushing or dipping. A black, 
heavy-bodied liquid, the compound 
comes in 5-gallon pails and 55-gal- 
lon drums. For further informa- 
tion, prices, etc., write The Akron 
Paint and Varnish Co., Dept. AL, 
Akron 1, Ohio. 


Shakertown Sidewalls 

Pre-stained shingles and shakes 
in a wide selection of colors, elimi- 
nate the necessity of prime coat 
painting. They are carton packed. 
No. 1 Certigrade red cedar shingles 
are available in 16” and 18” 
lengths from centrally located 
warehouses. For full information 
about Perma shingles and shakes 
for roofs and sidewalls, write The 
Perma Products Co., Dept. AL, 
7007 Morgan Ave., Cleveland 4, 
Ohio. 


“Superfiex"—the Completely 
Flexible Plywood 

Superflex is so flexible it can be 
bent to 360° without risk of break- 
ing. The versatility of this ply- 
wood offers almost unlimited de- 
sign possibilities for both curved 
and flat surfaces. Either the rib- 
bed or smooth side may be exposed. 
Application is said to be simple, 
and the cost low, with maintenance 
requiring only an occasiona] wax- 
ing. Superflex is effective when 
applied to any room in the home, 
and is especially suitable for living 
rooms, libraries, dens, entrance 
halls, dining rooms and recreation 
rooms. It has many uses for sum- 
mer homes, resorts, offices, stores, 


clubs, restaurants and hotels. Aly & 
used in the manufacture of furni- & 
ture where curved surfaces are re. 
quired. An attractive consumer 
booklet is available. Write Super. 
flex Plywood Corp., Dept. AL, 120 
Wall St., New York 5, N. Y. 


New Reflective Kimsul 


Reflective Kimsul, a new de 
parture in blanket insulation, was 
recently introduced to the building § 
supply field by Kimberly-Clark 
Corp. The new product feature 
an aluminum foil vaporseal cover 
which is designed to reflect heat 
and shut out condensation. Firmly 
bonded to the cover ‘is a thick 
blanket of specially treated fiber 
plies which produce a high degree 
of thermal efficiency. Company 
officials say this combination of 
heat-reflection and heat-resistance 


is the most effective barrier ti 


heat loss ever devised. Strong tack- 
ing flanges facilitate installation. 
Compressed to 1/5 installed length, 
the insulation comes in light, easy- 
to-handle rolls which can be car- 
ried home in the back of the car. 
According to the manufacturer, 
the new Reflective Kimsul is 
capable of reducing yearly fue 
bills in a completely insulated home 
by as much as 44%. Moreover, this 








TRADE-MARK 


PAUL BUNYAN TRAVELS 


Paul can’t fool around with airplanes or motor cars when he is in 
a hurry. With his atom propelled snow shoes he really gets around. 


FULL STOCKS ON HAND... ASK PAUL BUNYAN 


PAUL BUNYAN LUMBER (C0. 





Manufacturer and Distributor 
Ponderosa Pine White Fir 
SUSANVILLE 


. 
“4 


h tent wy a 


Incense Cedar 


CALIFORNIA 


REGISTERED 
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You cant tell — 


the fish will bite... 






—— = 


...BUT 


You Can Depend 


on ROSBORO for 
Quality Lumber 


Buyers who know don’t waste a minute “fishing 
around” when they need lumber. They know 
that the best “spot” to come to for fine quality, 
old-growth Douglas Fir and West Coast Hemlock 
lumber is Rosboro. They’re right. The Rosboro 
mill was designed and built to cater to the yard 
trade. Rosboro specializes in tailor-made service 
to yard buyers — value-loaded straight cars or 
assorted items in mixed cars to meet your needs. 
Finest manufacture. Double-end trimming, di- 








mension eased-edge. Proper seasoning. Grading 
according to West Coast Bureau of Lumber 
Grades and Standards. 


Order your next needs from Rosboro. 
Dimension, Boards, D & M, shiplap, mouldings, 


casing, base, ceiling, siding, flooring, stepping 
plank, small timbers, timbers. 


ROSBORO LUMBER CO. 


Springfield, Oregon 





ROSBORO 


- DOUGLAS FIR 
WEST COAST HEMLOCK 


Buitpinc Propucts MERCHANDISER 











NEW... 


|| THIS EXTENSIVE 


BUILDERS’ HARDWARE CATALOG 


j 


NATIONAL LOCK © 


JAM-PACKED WITH POPULAR ITEMS 
CALLED FOR BY BUILDERS EVERY DAY 


BUTTS § 5t MS: SH BARDWARE 
PROFITABLE TO HANDLE! asx your sosser 


Shown are four of the numerous Builders’ Hardware 
items presented by NATIONAL LOCK in this 


new, all-inclusive catalog. Here's an unlimited 
source of increased sales volume ...and PROFIT. 
If you have not received your copy, write us today. 


DISTINCTIVE HARDWARE 


ALL FROM } SOURCE 


| INf NATIONAL LOCK COMPANY 





ILLINOIS 


ROCKFORD s 


MERCHANT SALES DIVISION 
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OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH, WISCONSIN 


Manufactu rers of 
WOODWAY 


VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST’D & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 





WE SPECIALIZE 
I 
woop N BASS. 


NORTHERN 
AVAILABLE. 











WOODWAY quality, 
means 
Extra Profits 
for YOU 





“The Good Way to Ruy 
7m WVU) ODWAY 











Slaving Over 
Your Drawing Board 


Personalized house plans drawn 
to suit your prospect—fees as 
low as three cents a floor foot. 
Quick service. Ask about our 
“Pays Its Own Way” Re-draft- 


ing Service. 


LUMBERMAN'S 
PLAN SERVICE 


120 Machin St., Peoria 5, Ill. 











insulation can reduce inside tem- 
peratures up to 15° on _ hottest 
summer days. Installation consists 
of expanding the compressed blan- 
ket to full length, then cutting to 
fit, and attaching to framing of 
wall, ceiling, floor or roof. Reflec- 
tive Kimsul is non-irritating, clean 
and pleasant to handle. It possesses 
very high thermal efficiency, fire 
resistance, and sound absorption. 
Write Kimberly-Clark Corp., Dept. 
AL, Neenah, Wis. 


“V"-Type Metal Casings for 
Door and Window Trim 


A new line of patented V-type 
metal casings provides a plaster 
key to the metal; affords a straight 
and true cutting line for wallpaper; 
provides a definite straight line of 
demarcation if the trim is to be 
painted a different color than the 





—_—_—— 


wall. The new Wollaeger V-type 
metal casings are available with 
short or expansion flanges and in 
stock lengths of 7, 8 and 10 foot 
lengths. In adidtion to the advan- 
tage of the patented V-type, the 
metal plaster casings offer an ideal 
interior trim for doors and win- 
dows, providing steel edging at a 
plastered corner where protection 
is needed most. Elimination of 
heavy trim adds spaciousness to 
small rooms, and convenient stock 
lengths eliminate cutting waste. 
Write Wollaeger Steel Corporation, 
Dept. AL, 61 Broadway, New 
York 6, N. Y. 


The Calder "400" Door Operator 


With the Calder “400” Door Op- 
erator it is necessary only to press 
a button from within your car to 
open or close your garage door. You 
may remain in your car and operate 
the garage door by remote control. 
The Calder “400” is simple to in- 
stall and economical to operate. 
The operator not only opens or 
closes the door but stops it at any 
desired height; turns garage lights 
on or off — floodlights driveway; 
locks door securely. An automatic 
safety clutch slips if door meets an 
obstacle. The Calder ‘400” is 
F. H. A. approved. In addition to 
the complete electric operator serv- 
ice with radio control units for res- 
idential purposes, a series of six 
different sizes of commercial units 
is available for heavy duty opera- 
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tion. For descriptive bulictin writ 
Calder Mfg. Co., 630 N. Prince St 
Dept. AL, Lancaster, Pa. , 


Sentry "Stop-A-Draft" 


This Sentry Stop-A-Draft that 
operates automatically with th 
opening and closing of doors to 
which it is attached, seals out 
drafts, dirt and noises. The gay. 
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ings in fuel through the elimins- 
tion of heat loss is said to be sub. 
stantial. Stop-A-Draft is 2” high 
and %g” wide, made of heavy gauge 
steel and moth-proof felt. In op 
eration, a projecting pin pressed 
into the unit when the door is 
closed, causes the felt shield to drop 
to the floor (34 inch) and seal the 
opening. When the door is open, 
this pin springs free and lifts the: 
felt out of the way to clear the 
floor or floor covering. Installa- 
tion is simple and may be made m 
doors opening in either direction. 
Only a screw driver is necessary. 
For descriptive literature write 
Waterloo Sales Co., Dept. AL, 
Cleveland 19, Ohio. 


Combination Electric Sander 
and Polisher 


The new Moto-Sander, a combi- 
nation electric sander and polisher, 
weighs only 214 lbs. Because of the 
high speed of 17,200 strokes pet 
minute it is almost vibrationless. 
The sander is said to be so easy t0 
handle that a child can use it. Ye 
it is ruggedly built for everyday 
use in home, shop or factory. The 
machine is ideal for sanding the 
seams on dry wall board install 
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Snares Men! Speeds Work! 


KRANE KAR 
SWING - BOOM 
MOBILE CRANE 


USERS: N. Y. Sash & 
Door, C. W. Brownell, 
Roof Structures, Wade 
& Dunton, Barrett Tim- 
ber and Dunnage, John- 
son Lumber Co., etc. 





KRANE KAR Lifts, Carries, and Places loads of any 
shape or size up to 10 tons inside warehouse or outside 
in the yard. Swings, raises or lowers the load, and trav- 
els, simultaneously or independently. Pays its own way 
quickly, doing the work of 6 to 8 men. 

KRANE KAR expedites stacking, storing, loading freight 
cars, trucks, etc. Handles lumber, timbers, logs, poles, 
ties, cement blocks, pallet loads of brick, sheet rock, 
building plastics, pipe, etc. Gas or Diesel. 

Ask for Bulletin No. 66. 


THE ORIGINAL SWING BOOM MOBILE CRANE 
WITH FRONT-WHEEL DRIVE AND REAR-WHEEL STEER 


IRR ARV IKCAlR 


TRADE MARK REGISTERED 





SILENT HOIST & CRANE CO., 860 63rd ST.. BKLYN 20 NY. U.S.A. 





o-UP DOOR AND SASH 
— PRODUCTION with 





























CUSTOM-BUILT TO PRODUCE THE 
EXACT COUNTERPART OF THE 
DOOR AND SASH PATTERN 


Carefully machined from alloy steel forgings -- brute 
Strength to withstand rugged service! Equipped with 
long lasting Shimer Circular Bits that outwear’ conven- 
tional straight-type bits many times! 


















Ln | 
a 4 


tad A SPECIAL CUTTING PROBLEM 2): 
ere’s a Shimer Head for every purpose \\_--==== 
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UILDING Propucts MERCHANDISER 


Weather-Lok Units 


Help YOUR CUSTOMERS Build 
Better Homes ... Help YOU 
Build Up YOUR BUSINESS! 








“WINDOW UNIT 


quickly available in various layouts, you can meet 
customer demand satisfactorily, quickly, profit- 
ably. 


NOTE THESE FEATURES 
of the DIXON WEATHER-LOK UNIT 


. . « Made of kiln-dried Ponderosa pine. 

. . . Completely weatherstripped. Extra wide 
blind stop and spiral balances. Toxic treated for 
long life. 


. . . Adapted to frame, veneer, or solid masonry 
construction with minimum of change. 


. . « High in quality, low in cost, because all 
operations from forest to you are controlled by 
just one experienced mill and manufacturing 
company. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 


S PONAONMNE 
HAL R.DIXON GRANT DIXON,JR. C.E.BARTLETT 


PRESIDENT VICE-PRESIDENT SEC'Y. > TREAS. 


For Full Information Wire or Write 


JOHN H. MEARS, Inc. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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tions, sanding kitchen cabinets, 
woodwork, etc. When used for pol- 
ishing waxed furniture, automobiles 
and other surfaces, it gives a high 
lustre. The Moto-Sander has only 
two moving parts ... never needs 
oiling or adjustment. Rubber-cush- 
ioned sanding pad measures 2% x 
54%”. Write Dremel Manufacturing 
Company, Dept. AL, Racine, Wis. 


The Thomason Flush Door 
Is All Wood Throughout 


Construction of the Thomason 
all wood, hollow core flush door of- 
fers attractive advantages to the 
builder. Light in weight it re- 
quires only two hinges, so one car- 
penter can easily hang it. Lock 
blocks on both sides, plus the 112” 
stile, provide a 4144” x 23” area on 
both sides for locking—this gives 
a quick and easy method of hang- 
ing the door. Two special air 
vents placed at each end, top and 
bottom, permit free circulation of 
air thus permitting the door to ad- 
just itself to existing conditions. 
The face veneer on each door is 
carefully matched for color of 
wood, figure of grain and for simi- 
larity of color and figure on both 
sides of the door. In addition to 
gum face the doors are manufac- 





tured with face veneers in mahog- 
any, oak, walnut and birch. There 
is a Thomason flush door for ex- 
terior as well as interior use. Write 
Thomason Plywood Corporation, 
Dept. AL, Fayetteville, N. C. 


Vermiculite Plaster 
Fireproofing 

Zonolite’s vermiculite plaster fire- 
proofing offers an economical, light- 
weight and comparatively thin ma- 
terial for protecting steel buildings 





«= 


from fire. A mica-like mineral, 
vermiculite used as plaster aggre- 
gate in place of sand or gravel, is 
the key to the high fire resistance 








obtained. It is incombustible, anj 
contains millions of dead air cg 
which act as insulators. The shiny 
laminations of the material are als, 
very effective reflectors, turning 
back the heat. Vermiculite itself js 
literally fireproof since it canno 
be ignited, but most important t 
the building industry is the hig) 
degree of heat resistance its sg 
as an aggregate provides for cop. 
crete or plaster. Independent |g}. 
oratories have proved that one ine} 
of vermiculite concrete is equal t 
20 inches of ordinary concrete x 
a heat barrier. Write Zonolit 
Company, Dept. Al, 135 §S. ly 
Salle St., Chicago 3, IIl. 


New Ashlar Stone Design in 
Insulated Siding 


Flintkote’s new Ashlar Stone hp. 
sulated Siding is said to be e&. 
tremely popular with both co. 
sumers and_ distributors. The 
small, narrow stone-like surface 
included in the design and e- 
hanced by attractive fire-resistant 
mineral granules of various colors, 
are particularly appropriate, archi- 
tecturally, for residential sidewall 
modernization. Flintkote’s line of 
insulated sidings now include brick, 
stone, shake and shingle designs, 








cr CROMA 


distributor organization. 





Distributorships Available 


OAK FLOORING 


The CROMAR Company, known nation- 


ally as the first manufacturer of pre- 


FACTORY . 
FINISHED 









OMAK-KWALITY 


Window, Door and 





finished oak flooring, is expanding its 
Wholesalers 
and large retailers of building materials 
are invited to write for complete details 
concerning a CROMAR distributorship. 


The Cromar Company 


Williamsport, Pennsylvania 








Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 
Mr. BR. F. Taylor Mr. H, M. Tripp 
No. 24 Welwyn Road P. 0. Box No. 85 


Great Neck, L. L., Orystal Lake, Ill. 
New York 


Member Western Pine Assn. 
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all available in a variety of blends. 
Each product is backed by hard- 
hitting sales promotional aids in- 
cluding a product folder in four 
colors for each individual type. 
Write The Flintkote Company, 
Inc. Dept. AL, 30 Rockefeller 
Plaza, New York 20, N. Y. 


New All-Plastic Toilet Seat 


A new all-plastic toilet seat, car- 
rying the trade name The Puritan, 
Style 1000, is an entirely new de- 
sign, streamlined and completely 
modern. Entirely enclosed on both 
the top and bottom of the lid and 
seat, it is guaranteed not to chip, 


crack or peel. Construction fea- 
tures include chemically-welded 
seams, smoothly-polished edges, 
smooth, flat undersurfaces for sani- 
tation, scientifically designed inner 
construction that offers strength 
and durability, heavy-duty chrome- 
plated brass fittings, plastic bump- 
ers and a range of seven colors, 
Including white. Write Century 
Plastic Products, Inc., Dept. AL, 
Cleveland, Ohio. 


Truss Doors 


Kennebec officials point out that 
the permanently non-warping fea- 
ture of the Truss Door is entirely 
Concealed within the door and is 
adjusted at the factory. The Truss 

oor is of conventional hollow core 
construction with 4 rails, 4 stiles, 
2 large solid lock blocks and a 
vurdy i terior grid. Panels on 
oth sides are %”’, 3-ply birch 


Burtpry 


Propucts MEROHANDISER 


What's behind the dial ? 


Behind the dial is the heart of your business—your records! 
Think—how could you continue after fire destroyed your 
inventory records, accounts receivable, tax records, deeds 
and contracts? How could you even establish proof of 
loss to collect your fire insurance? 4 out of 10 firms never 
reopen after losing their records! That’s why your safe 

is so important! 


How You Can Be Sure Of Your Safe 


Look for the label of the Underwriters’ 
Laboratories, Inc., on your safe. Don’t 
trust any safe that doesn’t have it! 
Modern Mosler safes pass their tough- 
est tests with plenty to spare—you can 
depend on Mosler. 

There’s a Mosler safe to meet your 
requirements exactly, at less than you’d 
expect to pay. Find out about it now, 
before fire strikes! Fill in the coupon be- 
low and mail it now. 


Mosier ‘‘A’’ Label Safe with burglary 
resistive chest for dual protection 
against fire and burglary. 


Je Mosier Safe c 


Main Office: 320 Fifth Avenue 
New York 1, N. Y. 
Dealers in principal cities 
Factories: Hamilton, O. 


The Mosler Safe Co., Dept. 610 
320 Fifth Ave., New York 1, N. Y. 


Please send me: [] The new free booklet ‘‘What 
You Should Know About Safes.” 


Largest Builders of Safes 
_and Vaults in the World 


(0 The Name of my nearest Mosler Dealer 


Name 


in 
Builders of the U. S. Gold ‘i nog 


Vault Doors at Fort Knox, Ky. ii... ia 


63 
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Guaranteed 90% Red Heart or Better 


Only SUPERCEDAR is of 100% oil content 
the same uniform high Suggest Cedar Lined 


i d that 
ee tees Closets to Every Home 
Builder. There is 


package to contain 
ot caged ig 7 Fg Nothing Better than 
oil ‘content > aa . 
which produc- 

es the pleas- 

ing aroma. cu 


SEALED 
PACKAGED 
LABELED 


More home builders are 

specifying cedar lined 

closets today than ever— 

and Brown's SUPERCEDAR 

is nationally advertised to 

thousands of new home pros- 

pects, architects and builders. 

SUPERCEDAR closet lining is 

surfaced, tongue and grooved, 

ready to put on with no waste. 

Packaged and sealed with the 

Geo. C. Brown label and guaran- 
tee, famous since 1886. 


Product of 
GEO.C. BROWN & CO. 
GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 








( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SEUS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 
STICKS AND STAYS pir 








Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
~— year after 
year.” What’s more, 

Durham’s Rock- : Pa we neep | 
Hard Water Putty {_ lowa 
gives you by far the 

best profit-margin on 

any product of this 

nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


DURHAM 























Pats applied for 


veneer, with face sheets of one 
piece or book-matched for grain. 
Four wires hold the door in per- 
manent alignment. Running from 
top to bottom, between the stiles 
and through grooves in the lock 
blocks, they are swaged at the 
bottom and threaded at the top. 
The doors are easy to trim and 
hang, either side for hinges, either 
side for locks. Write the Truss 
Door Division, Kennebec, Ine., 
Dept. AL, Bingham, Maine. 


Ranch Plank Flooring 


Ranch Plank Flooring, a prefin- 
ished oak flooring with glued-in 
walnut pegs is E. L. Bruce Co.’s 
newest product. Developed to meet 
the requirements of a flooring suit- 
able for the popular ranch style 
house, the flooring has alternate 
widths and beveled edges which 
make it similar in appearance to 
more expensive random width 
floors. It is finished in a medium 
dark, mellow shade called Decorator 
which is in smart contrast with the 
lighter colors of modern furniture 
and an excellent blend for the 
darker colors of traditional. The 
oak strips are 214” and 3144” wide 
and are the standard 25/32” thick- 


ness. This flooring is packed jp 
corrugated end cartons for easy 
handling. Laying instructions are 
printed on the cartons. Write E, |, 
Bruce Co., Dept. AL, Memphis 1, 
Tenn. 


New Display Card 


This display card, size 15” x 22” 
has been prepared for the use of 
lumber dealers. It is a colorful ang 
attention-compelling sales help, one 
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amenica’s Greatest Garace don vawut 





of many that are reported to be 
playing a part this year in increas- 
ing sales of Strand all-steel over- 
head garage doors. Write Strand 
Building Products Division of De 
troit Steel Products Co., Dept. AL, 
3103 Griffin St., Detroit 11, Mich. 


“Dealer's Adhesive Guide" 


“Dealer’s Adhesive Guide,” is the 
new 16-page, fully illustrated book- 
let published by the Miracle Ad 
hesives Corporation to help a dealer 


Cealewt 
ADHESIVE 














advise and recommend the propef 
application of Miracle Black Magi 
Adhesive. Black Magic is a heavy- 
bodied, solvent-type mastic which 
sets without heat or pressure to 4 
strong, lasting waterproof bond. It 


@ 
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Nous / 
You Cam Profitably Sell 
Plastic Tile / 


TILE-RITE *°Watt TILE 


| | HAS PIONEERED THE WAY 

H | WITHA QUALITY PRODUCT © rar 
OFFERS YOU TESTED  — Qustiecselsenag 

METHODS OF MERCHANDISING 






SELL FOR BOTH 
OVER THE 
COUNTER 

wit 
application by 
purchaser - or 
as a complete 

_ installation 


SEND TODAY for INFORMATION 


- Let us show you how to add profitable 
volume sales -- sell other of your worn 
while companion items -- all with little 
or no added stock investment. 


THE TILE-RITE COMPANY 


5109 Euclid Ave., Cleveland 3, Ohio 
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Seles Office: 





2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


Setting the Preducts of J. A. Mathies, Ltd. Reiwmy Loke, Ont 





Buipinc Propucts MERCHANDISER 














It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 


Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 





" 


STRAIGHT CARS 
MIXED CARS 


including Lumber. 
Plywood, Doors 


GS 


rs THE GRISWOLD LUMBER Co. S 


Manufacturers & Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 


Dependable 
Values 


Prompt 
Shipment 











AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
MILL INTERESTS: 15 Million Feet Annual Cut 45 Million Feet Annual Cut 
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will bond together all like or unlike 
rigid materials—metals, glass, rigid 
plastics, brick, slate, concrete, tile, 
terrazzo, plaster, wallboards, etc.; 
also, some flexible materials such as 
linoleum, canvas, rubber, and cer- 
tain fabrics to rigid surfaces. For 
a copy of this helpful booklet, or for 
further particulars regarding Black 
Magic, write Miracle Adhesives 
Corporation, Dept. AL, 214 East 
53rd St., New York 22, N. Y. 


Each Carton Labeled 
For Easy Inventory 


Each carton of Connor’s Laytite 
packaged flooring is labeled for 
easy inventory as shown in illus- 
tration below. It is reported that 
retail customers are quickly at- 
tracted by the appearance of the 
carton and because the exact cost 
to floor area can be easily deter- 
mined. The price per carton can 


be marked thereon and the dealer 
can tell the customer how many 
cartons are required. Contents are 
plainly marked for grade and scale. 
Write The Connor Lumber and 
Land Company, Dept. AL, Marsh- 
field, Wis. 


Push-Button Record- 
Keeping Device 


An electrically operated unit, 
called Robot-Kardex, offers all the 
advantages of the famed Kardex 
visible records in a combination 
desk and cabinet which selects the 
desired record instantly and de- 
livers it on a firm writing surface 


at desk-height. The unit iakes ap 
average of only three seconds ty 
produce the proper recoid Slide, 
cuts employe fatigue to a mini. 
mum, and holds 59 percent more 
sets of visible records per square 
foot than the standard Kardex 
housing. Write Remington Rand, 
Inc., Dept. AL, 315 Fourth Ave, 
New York 10, N. Y. 


SEND FOR THESE: 





Portland Shingle News, house mag. 
azine of the Portland Shingle Co., fea. 
tures in each issue, a plan and sketch 
of a new shingle and shake house, 
The series of houses includes many 
styles and designs. Complete blue. 
prints are available for any of the 
houses shown. Write Portland Shingle 
Co., Dept. Al, 9038 N. Denver Ave, 
Portland 3, Ore. 


A new Lavatory self-mailing broad- 
side is available to distributors and 
dealers. Attractively lithographed in 
three colors,: it is so arranged that 
when fully opened it will serve as 
a wall hanger displaying the manv- 
facturer’s popular L2018HS Lava. 
tory. Write Mansfield Sanitary Pot- 
tery, Inc., Dept. AL, Perrysville, 
Ohio. 














Old Growth Yellow Fir . 
TIMBERS — BUNDLED UPPERS 


ANNUAL CAPACITY — 


SANTIAM LUMBER COMPANY 


MILLS 
SWEET HOME @ LEBANON 
OREGON 


“Santiam” Brand 


MIXED CARS 


Upland Hemlock 
DRY AND GREEN DIMENSION 


PLYWOOD AND GREEN LATH CAN BE INCLUDED IN 


100,000,000" 
= 














SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 


Bend, Oregon 


“Member of the Western Pine Associa- 
tion, Portland, Oregon. 











SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 


DISTRIBUTORS OF 


SREVLIN PINE 


Reg. U. S. Pat. OF. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 


NEW YORK CHICAGO 








SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








SAN FRANCISCO 


1604 Graybar Bidg. 
Lexington 2-9117 


1863 LaSalle-Wacker Bidg. 


1030 Monadnock Bidg. 
Telephone CEntral 6-9182 


Exbrook 2-7041 


SF, ssa Fe Wooded 
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Lumber 
Market Analysis 


Current Statistics on 
Output and Distribution 


Lumber shipments of 395 mills reporting to the 
National Lumber Trade Barometer were 12.5 percent 


above production for the week ending October 1, 1949. 


In the same week new orders of these mills were 14.2 
above production. Unfilled orders of the re- 
porting mills amount to 37 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 21 days’ production at the current rate, and 


percent 


gross stocks are equivalent to 56 days’ production. 


For the year-to-date, shipments of reporting iden- 
tical mills were 2.5 percent above production; orders 


were 4.7 percent above production. 


Compared to the average corresponding week of 
1935-1939, production of reporting mills was 36.6 per- 


cent above; shipments were 51.9 percent above; orders 


were 53.3 percent above. Compared to the correspond- 


ing week in 1948, production of reporting mills was 
2.5 percent below; shipments were 12.4 percent above; 
and new orders were 23.3 percent above. 


Western Pine 

The cut by 89 mills reporting to the Western Pine 
Association for the week ending October 1, 1949 
totaled 63,569,000 feet, as compared to 76,015,000 feet 
for the corresponding week a year ago. Orders for 
the week amounted to 78,258,000 feet, and shipments 
added up to 67,075,000 feet. Gross stocks at the end 
of the week amounted to 876,727,000 feet compared 
to 681,917,000 feet. Unfilled orders on file stood at 
196,869,000 feet. 


Southern Pine 

Production of Southern Pine by the 112 mills re- 
porting to the Southern Pine Association for the week 
ending October 1, 1949 amounted to 20,118,000 feet. 
This was 3.40 percent above the three year average. 
Shipments ran 21,486,000 feet, or 6.80 percent above 
production. Orders during the week totaled 20,952,- 
000 feet, or 7.69 percent above the three year average. 
Decrease in “orders on hand” amounted to 0.90 per- 
cent of the total. 


In the Market Centers 


TACOMA—Announcement of the settlement of the 
Hawaiian waterfront strike is probably the most im- 
portant market development of the fortnight in this 
area, since it means the reopening of trade with one 
of the big lumber buyers served from here, Lumber 
shipments to Hawaii have been at a virtual standstill 
Since |jast May 1 when the strike started. Since then 
there has been a huge accumulation of back orders 
of all types of building materials. The big problem 
now confronting the industry and shipping lines wiil 
be the clearing up of this back log. The Matson Navi- 


gation Company, big shipper to the islands, expects to 
be back in business as far as Tacoma is concerned in 
ten days. A big quantity of sash, millwork and doors, 


as well as lumber, is awaiting shipment. Water borne 
movement to other ports, notably the East coast, is 


holdine up. Production is gaining, both in the woods 
and at ‘he mill. Rain has materially reduced the forest 
fire risk, which, as recently as ten days ago, was a 


Buito:y¢ Propucts MERCHANDISER 
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Satisfying buyers for over 56 years. 


W. T. FERGUSON 


LUMBER COMPANY 
ST. LOUIS |, MISSOURI 


It will pay you to get in touch with Ferguson for good service 
and good quality lumber. 


@ Southern Pine and Hardwoods 
@ West Coast Woods @ Lumber @ Piling 











TIMES 
AS 
FAST 
AS HAMMER 
AND TACKS 


There’s no substitute for S EL L S 


the Speed and Service of 


STAPL-ON (45 


WORKS 
FASTER 











INDUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 
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QUALITY  F-M 790014: 


»e 9erves 


the Dealer Right! 





CONSOWELD 
PLASTIC LAMINATES 


HASKO ‘‘ARCH-KOR” 
BIRCH FLUSH DOORS 


ARMSTRONG 
BUILDING PRODUCTS 


CHROMTRIM 
METAL MOULDINGS 


DOUGLAS FIR DOORS 


BAYLAUN 
PHILIPPINE MAHOGANY 


MONSANTO 
PRODUCTS 


HARDWOOD AND 
FIR PLYWOOD 


OVERHEAD 
GARAGE DOORS 








WESTBILT 
KITCHEN CABINETS 


d, Indi 





You have a perfect right to expect 
your distributor to help you order, 
sell and profit—and here’s how 
Fiddes-Moore can help you: 
Order what you need from com- 
plete stocks of Plywood, Doors and 
Building specialties. Select from na- 
tionally advertised, top quality prod- 
ucts that require less selling effort. 
Buy with a positive guarantee of sat- 
isfaction. 
You get personalized, cooperative 
service on every order, large or 
small. Every item is twice inspected 
and carefully packed so you get 
correct quantities in perfect condi- 
tion. 
Yes, Fiddes-Moore serves the_ 
dealer right! How can we serve you? 
Send for Price-O-Gram—lf you're not on 


our mailing list send us your request to 
receive regular issues of our stock list 


Fiddes-Moore & Company 


4950 State Line Ave., H 
Telephones: SOuth Chicago 8-9223 (Chicago) Russell 2350 (Hammond) 










































































GIVING PARTICULAR 
ATTENTION TO 
REFORESTATION 






Boards 


Manufacturers 
SHORT LEAF PINE 
and HARDWOOD 


<S LUMBER 
<> 





HURTSBORO, _— 


THE A.B. CARROLL 
LUMBER COMPANY 


eo. 
‘<i 


Cur Specialty 


Phone 
WE MAKE POPLAR BEVEL SIDING 
AND RESAW PINE AND HARDWOOD 



























































HURTSBORO OAK FLOORING CO., INC, 


Manufacturers of High Grade ' VE Ee ) 
End Matched Oak Flooring ; ey 
in 25/32 and 1/2 in. gine 






in the Same Car. 


PLANT AT 


HURTSBORO, ALABAMA 


Phone 69-9 


Ss 


, LE 
z iy 
LD Members 
; LE, of 
YF NOFMA 
We are in a posi- 
tion to ship Oak Flooring and 
Air Dried Yellow Pine Boards 

















LUMBER MARKET 








serious menace throughout western Washington, 

KANSAS CITY, MO.—An active market for yelloy 
pine lumber continued in the Southwest. Mills ha 
no difficulty in selling their full output and some Opera. 
tors were refusing to accept orders unless they wer 
for November delivery. 

Mills have virtually no inventory and the demanj 
for air-dried is as good as kiln-dried and price dif. 
ferentials are negligible. Retail inventories are yey 
low and yards are clamoring for supplies, many 
willingly offer a premium for immediate shipment 
Home building has speeded up in the Southwest along 
with a larger-than-expected movement of lumber ty 
farm areas. The open weather has permitted the start 
of fall building. 

The strength in prices continue, with lists holding 
at the advances of recent weeks. The board marke 
is especially strong and supplies are short. The No, ? 
1 x 8 boards are bringing $72 a thousand, with some 
mills asking and getting as much as $75. Thelx6é 
sizes command $70 to $72. In the dimensions 2 x 4’s 
are selling at $67; the 2 x 6’s at $69 and the 2 x 8's 
at $69 to $70. C & Bir finish still is moving at $140 
to $150, while flooring brings $140 to $145. 

Mills report that they will be unable to build w 
inventories in the next sixty days, which is customary, 
before the rainy season sets in, because of the steadily 
increasing demand. Competition from western woods 
is increasing now that prices of yellow pine have 
moved up $5 to $10 a thousand in the last six weeks 
or so. It is reported that stumpage prices are being 
increased in some parts of the district. It has been 
hoped that logs would come down a bit, but this has 
been ruled out in recent weeks. 

Deliveries on fir also are up, the average now being 
above $80 compared to the $76 to $79.50 range a short 
while ago. Most recent shipment in was at $82.50 for 
No. 1 common and better, up $4 over the price paid by 
the same dealer around Sept. 15. 

Rough fir time, 12 x 12, was reported at $88. 

As the building season enters the wind-up, some 
scarcity in oak flooring is reported in this section. One 
large operator says he is oversold for the remainder 
of the year, and is scrambling for supplies. 


BALTIMORE—Having allowed inventories to sink 
to very low points, a number of local dealers report 
they are having difficulty in finding sufficient supplies. 
This complaint is not uniform, for others say they 
have adequate lumber to meet a demand, which has 
been increasing. There is a firmer trend in the price 
levels, so those whose supplies are short are now buy- 
ing in a rising market. 

Prices of dimensions and boards in yellow pine are 
said to be up $5 to $8 on deliveries in the last two 
weeks. No. 1 Southern pine kiln dried boards, for in- 
stance, are $93.50 for 1 x 12s, one dealer reported. 
He said supplies were sufficient. 

On the other hand, a large operator said he is hav- 
ing difficulty finding some of the short leaf construc- 
tion lumber, 2 x 4 x 8, for around $70 to $74, and 
2x 8x 14 at $72. In general the average on the cheap 
green building material has moved nearer the $70 
mark, in contrast to the weakness shown during the 
summer. Thus the wide range between Southern pine 
and fir has been narrowed considerably. 
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SCHUBERT 
ek Cutter 


Points 200 to 250 154'' to 35%" width pickets per hour year after year use. 24" high. Hand operated. 30" 
with planer-smooth finish. No sanding required. long handle provides easy leverage. Anyone can 
Adjusts to cut any degree of sharpness or bluntness operate. Enables you to utilize odds and ends of 
of picket point. Light enough to carry to stock pile lumber profitably. Seven day delivery. Send today 
—wt. only 38 Ibs.—yet strong and durable enough for for literature. 

Net price $47.50 f.o.b. Wilmette, Illinois. (Where state sales tax applies, add tax.) 


H.A.SCHU BERT CO. Machinists 
IWATOM EC) besteaces ae O 4-5 Wilmette, Illinois 





Pt \s 






Makes Pickets 
at Low Cost 

































- Thurston-Flavelle Limited 


Manufacturers of Red Cedar Lumber and Shingles 
Port Moody, B. C. Canada 


Distributed through the Whole- 
sale Trade exclusively. 


The Brand to Rely on for 
Quality Products 














TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all. 


WEST COAST WOODS AND SHINGLES 








Reduce Delivery Costs 
U C A s and SINCE 1918 
Speed up Deliveries 
~ with an Load and Unload a Load at a time 


R-B ROLL-OFF TRUCK BODY as 


Complete Beds Shipped KD 
EASILY MOUNTED 





Write for Catalog & Prices Two Minutes Are Better Than Two Hours 
The R-B COMPANY, 1921 Guinotte, KANSAS CITY 1, MO. 
BuiLornc Propucts MERCHANDISER 7I| 














VYlames in the News 


Unique Meeting Acquaints Loggers with California 
Forest Practices Act 


A unique meeting of loggers and 
foresters was held in the logging 
operations of the Winton Lumber 
Co., above Westpoint, about 35 miles 
from the company’s .manufacturing 
plant at Martel, Calif. The idea for 
such a meeting where the forest 
practice rules of the state of Cali- 
fornia could be discussed and dem- 
onstrated with actual examples of 
skidding for the benefit of the men 
actually working in the woods, is 
credited to “Long” John Rukavina, 
logging superintendent for the Win- 
ton operation. 

The meeting was attended by rep- 
resentatives from all over the South 
Sierra Pine Forest District, and State 
and U. S. foresters and other state 
and district organizations interested 
in conservation. 

Carl S. Walker, manager of the 
Winton Lumber Co. and a member 
of the district forest practice com- 
mittee appointed by the Governor 
of California, sponsored the meeting. 


The company was host to the gather- 
ing of about 100 guests at lunch 
served in the woods on one of the 
companys’ spur roads at the scene 
of the skidding demonstration. Frank 
Solinsky III, forest engineer, was 
chairman of the day and introduced 
the men who led the discussions of 
such pertinent subjects as falling, 
skidding, and protection of small 
trees. Among the speakers’ were 
Frank Solinsky, Jr., Calavaras Land 
& Timber Corp., San Francisco; Bill 
Scofield, executive secretary, Cali- 
fornia Forest Protective Association; 
Dewitt Nelson, State Forester, Sac- 
ramento; Bill Berry, Placerville; John 
Rukavina and others. Mr. Scofield 
urged the men in the woods to make 
their suggestions for improvement 
in the forest practice rules, which he 
said are minimum rules and are sub- 
ject to improvement. 

Winton Lumber Co. had a special 
printing of the Forest Practice Rules 
for the South Sierra Pine Forest Dis- 


trict and supplied copies to each af 
the men in their woods. “Do 
have to log like the forest servic 
timber,” one Jack asked when jy 
received his copy. “Hell no,” repliej 
Long John. “We got to do a lot 
better. This is our timber.’ 


Moves Chicago Office 
Into Larger Quarters 


J. Neils Lumber Co., producer o 
Ponderosa Pine, Douglas Fir anj 
Montana Fir and Larch, with milk 
at Libby, Montana and Klickitat, 
Wash., has moved its Chicago Offices 
to larger quarters in suite 1414 of the 
same building at 308 W. Washingt 
St. Paul W. Curtis, manager of th 
Neils Chicago office for many years, 
has been joined by B. C. Denvir, sale; 
manager of the pole and treating (i. 
vision. Mr. Denvir was _ previously 
located at Libby. 


Steelcraft Acquires Knapp 
Brothers Mfg. Co. 


Knapp Brothers Manufacturing 
Co., Joliet, Ill., a 50 year old mam. 
facturer of metal baseboards, window 
trim and stools, and other special 
metal building products, has been 
acquired by the owners of The Steel- 
craft Manufacturing Company of 
suburban Rossmoyne, Ohio. 

The acquisition consists of the busi- 
ness, machinery and _ inventory of 
Knapp Brothers but not the real 
estate in Joliet. The [Illinois con. 








All Birch Plywood phenolic glued with 1/14" 


of Standards Specifications. 


V4," A-3 Grade 3/16" A-3 Grade 
4'x8' ... $175 .. ae ..$150 
4'x7' .. 160 4'x7' eee ae 
4'x6' .. 145 4'x6' .. ee Wee 
4'x5' . 135 4'x5' ee 


NEW LOW PRICES 


For Dependable Quality 
BIRCH PLYWOOD — BIRCH VENEER 


All Prices F.O.B. Mill, Duty Paid 
BIRCH PLYWOOD* 
Carload Prices Per M, Sq. Ft. 


faces and |/14'' backs 
on all 3/16"' thicknesses and thicker. Meets Standard CS 35-47 Bureau 


Ye" A-3 Grade 


Get your yardsticks direct, $54.40 per 1000, 
quantity prices and sample on request. 


ONE COLOR PRINTING SIZE— 1%" x 5/32" x 36” 


SHAW SUPPLY CO. 


/,"" 2-3 Grade 3/16" 2-3 Grade Vg" 2-3 Grade 
ew ........ 900 @e8........ 907 O80 ....... 518 
4'x7" .. . 13 WO coches SE EE cece oe 
sw ... ee. FE occas Oe ORR oes 

4'x5' 112 4°x5' PE eae. 


*Other thicknesses in Birch Plywood at proportionately low prices. 


BIRCH PLYWOOD 


Cut to Your Specifications 
Prices on sizes and thickness you may require can be judged by these 
examples. Price per M sq. >. 

Size Grade Grad 
3/16"'"—24"" x 36!/2"'.... A-3 $120 3/16' ty 173" x 19 1/3" 
3/16'""—29'/."" x 33"..... A-3d 125) 1/4"'—I1514"" x 18!/."' 
3/16"—21'44"' x 40"'..... 2-3 94 = 1/4""—33',"" x 564"... 


BIRCH VENEER 


We can furnish Birch Veneer stock in your specifications: All well 
manufactured, smooth cut, uniform thickness dried to between 6-8% 
moisture content, trimmed square to end grain. 

Carload Price per M sq. ft. ‘Rotary Cut'' 

1/20"' thick 86" long........$23.25 1/16" thick 86'"' long........$28.75 
1/20"' thick 98'' long 27.25 + 1/8'' thick 86"' long........ 55.13 
Carload Price per M sq. ft. "Sliced" 

1/16"' thick ..... ..$53.00 1/8" thick 


WwW. R. BRAUND CO. 


214 Wabeek Building, igs MICH. 
Phone 5022 TWX Birmingham, Mich 500 
U. S. Mill Reps. for BELLERIVE VENEER & PLYWOODS, Ltd. 
and PANNILL VENEER CO., LTD. 


Dept. AL-I Box 1206 
Nashville, Tenn. 





JAMES W. SEWALL COMPANY 


Consulting Foresters 





MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 
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THE ECONOMICAL 
ANSWER TO BUILDERS’ 
WINDOW PROBLEMS 


Sash balances for double- 
hung windows... Schools, 
hospitals and industrial, 
commercial, residential 
construction. 


With Pullman Sash Balances builders can use pre- 
fabricated windows made without allowing for any 
type of balance. Installation is quick. On-the-job 
carpentry work a minimum. Thus labor costs are 
low. Offer prefabricated windows with genuine 
Pullman Balances—or install Pullman Balances 
in stock frames in your own shop. 


| 
| 
i 


| *PULLIAA 


THE ONLY BALANCE WITH 
A LIFETIME GUARANTEE 


Guaranteed against imperfect workmanship 
or materials for the lifetime of the building in 
which they are installed. 


WRITE FOR LITERATURE 


MANUFACTURING CORPORATION - 


ROCHESTER 5, N.Y., U.S.A. 





5 Gy aay Donit take 


@<A4l\ 2 Jy chances 


a . { & 
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SELL THE : 


PERF-A-TAPE 


JOINT SYSTEM 


9 


PERF A-TRPE 


Irs the method perfected by the 
makers of famous SHEETROCK* gyp- 
sum wallboard, thus is backed by 
years of dry-wall know-how. You 
can recommend it with assurance. 
So, play safe—sell PErF-A-TaPE* 
reinforcement and cement . .. made 
exclusively by... 


United States Gypsum 





For Building + For Industry 


Gypsum « Lime + Steel + Insulation » Roofing + Paint 


Buinping Propucts MERCHANDISER 


Lumber Dealers, 
Builders, 

Architects, 14 bids 
and Wood Users =~ 


= 


Factual, complete and 

profusely illustrated data on its 

properties and uses, including photographs 

of typical pieces of each grade with illustrated 
recommendations for their use and details of popular 
paneling patterns. 

A free copy will reach you quickly when requested 
on your business letterhead. 


WESTERN PINE ASSOCIATION 
Dept. 111D Yeon Building, Portland 4, Oregon 


*These are the Western Pines 
*1IDAHO WHITE PINE *PONDEROSA PINE 
*SUGAR PINE 
These are Associated Woods 
LARCH « DOUGLAS FIR © WHITE FIR 
SPRUCE « CEDAR « LODGEPOLE PINE 


Well manufactured—thoroughly seasoned—care- 
fully graded—by all Association member mills 


tt tT = 
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Anything in 
West Coast Woods 


Manufacturers of: 


Mouldings 
Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 
Furniture Parts 
in fact, Anything in 
West Coast Woods! 
Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 


1635 Dierks Building 
Phone: Victor 4143 
Kansas City 6, Missouri 


PLEASE DIRECT ALL INQUIRIES 

TO ANDERSON, CALIFORNIA 
Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 




















Dealer Wanted 


TECO Iip-L-Grip ANCHORS 


FOR HOMES AND FARM BUILDINGS 


Builders and farmers use Trip-L-Grip in building 
stronger new buildings and for repairs. Nails 
furnished with anchors. Stock these handy pack- 
aged, nationally advertised anchors for year 
around sales. Write today for dealership. 


TIMBER ENGINEERING CO. Washington 6, D. c.\Z 


ith Vite / 
































[DIXIE BRAND] 
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End-Matched 


M@tiait 
CEILING 
STATE 


Lumber With COST-CUTTING Advantages 


The Company with the 3 mod- _ ber, careful manufacture and 
ern mills can ship you an ex- seasoning sees to that! Straight 
cellent assortment of wood or mixed cars. Try our Superior 
products. There’s no question Quality Hi-Hemlock Kiln Dried 
your customer will be pleased— Dimension. 
Willamette Valley’s choice tim- 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS, OREGON 
3 Modern Mills 725,000 Feet Daily 











pany now employs between 200 anj 
250 persons. No price figure Was 
announced. The new company yjj 
be operated under the Knapp nam, 
and will continue to market the stand. 
ard line of products on a_nationg| 
basis. Operations will begin at ong 
on all products from a new Cinejp. 
nati plant. This will widen the Scope 
of metal products now being producaj 
by Steelcraft. 


New Fire Alarm System Tried 
Out at Smith-Haggard Lumber 


A new fire alarm system baseg¢ op 
a combined pneumatic-electrical prin. 
ciple, was recently tried out at the 
Smith-Haggard Lumber Company, 
building contractors in Lexington, 
Ky. City officials, owners and opera. 
tors of several lumber companies 
were on hand to watch the demon. 
stration. Two minutes and 54 seconds 
after the test fire was lighted, two 
fire rigs were at the scene. 

The alarm system works on the 
heated air principle. When a fire 
starts, heat expands the air in the 
small copper tubing strung through- 
out the plant. The pressure causes 
two diaphragms to contact and close 
an electrical circuit which flashes an 
alarm to the city hall. Meanwhile 
a buzzer outside the building warns 
persons on the scene of the fire. 


Georgia-Pacific Acquires 
Plant from General Plywood 


The Georgia-Pacific Plywood & 
Lumber Co. acquired for $300,000 the 
hardwood plywood plant in Savannah, 
Ga., completed in June 1948 by Gen- 
eral Plywood Corporation, it was al- 
nounced by Carl B. Robbins, presi- 
dent of General Plywood. 

The Savannah factory, one of the 
most modern plants in the industry, 
consists of a group of clear-spat, 
steel-frame-and-concrete structures 
equipped throughout with modem 
automatic sprinkling system. The 
main building contains 135,000 square 
feet of space under one roof. The 
plant is located on a 227-acre site at 
the Port of Savannah, which is serv- 
iced by The Central of Georgia Rail- 
road. The plant is fully equipped with 
modern machinery including three 
lathes and hot plate presses. 


Grant Gloor, Sec. Mgr., for 
Commission Lumber Salesmen 


Grant R. Gloor is secretary-man- 
ager of the National Asso¢iation of 
Commission Lumber Salesmen. Ass0- 
ciation headquarters are in Room 608, 
Wall Building, Vandeventer and Olive 
Sts., St. Louis, Mo., where all lumber- 
men will be welcomed. : 

The selection of Mr. Gloor for this 
post came after a careful considera- 
tion of several candidates. The com- 
mittee entrusted with making the 
choice was composed of Past Presl- 
dents Arthur T. Brink, Clayton G 
Cary and Walter E. Morgan. ; 

Mr. Gloor will devote his full time 
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| SELL SOL-O-LITE 


WINDOW 





@Sol-0-Lite @ Nu-V-Glass @ Glaz-Fabrik @ Glaz-Screen @ Glaz-Screen @ Glaz-Screen 
(10x10 Mesh) (14x14 Mesh) (6x8 Mesh) 


A Type for Every Customer Need 
Best Known for Buyer Confidence 


SOL-O-LITE—Extra Heavy—Wax Cloth—Retail Price 4lc per sq. yd 

| GLAZ-FABRIK—Wax Cloth—High Grade—Retail Price 35c per sq. yd. 

= NU-V-GLASS—Transparent—Laminated—Retail Price 56c per sq. yd. 

GLAZ-SCREEN—10 Mesh—Bright Galvanized Wire—Retail Price 13c per 
sq. ft. 

GLAZ-SCREEN—14 Mesh—Galvanized Wire—Retail Price l6c per sq. ft 


GLAZ-SCREEN—Large Mesh—Bright Galvanized Wire Mesh—Plastic 
Coated—Retail Price 96c per sq. yd. 


1 Z Manufacturing Co. 
a cS) 4301 W. North Avenue 
oe rw Chicago 39, Illinois 


PIONEERS OF 24 YEARS PRODUCING WINDOW MATERIAL 
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Majestic 


HOME INCINERATORS 


Their wide appeal as- 
sures Steady, extra profits 
for you. Thousands of 
users vouch for their 
economy and conven- 
1ence. Homes with auto- 
_matic heat especially 
need them—rubbish can- 
not be burned in furnace. 
Majestic Incinerators 
burn wet and dry gar- 
bage and refuse without 
fuss or fumes. Use no fuel 
except waste itself. Guar- 
anteed performance. 
(Downdraft dries con- 
tents; speeds burning.) 
Easy to install sin base- 
ment or utility room. 
Two popular-priced, 
portable models. Write 
for details. 


The Majestic Co., 102 Erie St., Huntington, Ind. 


TEPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 








SOUNDBILT “into” 








Nationally Known and Advertised for 
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Not The Largest—but 
THE SOUTH'S MOST MODERN 
LUMBER MANUFACTURING PLANT. 


With ample forest reserves, newest ma- 
chinery throughout, streamlined production 
methods, and “teamwork-management”’ by 
experienced Lumbermen, Dargan is perhaps 
the South's finest 
source of: 

@ Finish @ Ceiling 
@ Flooring @ Siding 
@ Boards @ Mouldings 


C= DACA 


Trade Mark Registered 








Wire or write today for lat- 
est price and stock lists. Ask 
for your free copy of new, 
illustrated brochure, ‘From Dargan's Swedish Gang Saw— 
Tree Farm to Finish, Dargan one of about five in operation 
npn Tings Superior east of the Mississippi. 


-DARGAN LUMBER MANUFACTURING | COMPANY 


Y INGRAM-DARGA' 
Gang Mill - Dey Kin Manin Mil “CONWAY, 5. C 








DOUGLAS FIR PLYWOOD _ 
























SOUNDLY MANUFACTURED HOT PRESS PLYWOOD 


The illustration shows workers loading the hot press in the 
Puget Sound plant. Moisture-resistant “hot press Exterior 
Douglas Fir Plywood is a specialty with us. 

“Soundbilt" Plywood is as carefully manufactured as any ply- 
wood can be. Every step in the manufacturing process is in 
accordance with the latest accepted principles. Supervision is 
close and systematic. 

Make “Soundbilt" your standard in buying Douglas Fir Ply- 
wood. Consult us on your requirements today. 


Pucet Sounp Prywoop, [Nc. 


Tacoma 2, Washington 
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to the work of N.A.C.L.S., with 
three principal objectives: “(1) To 
enroll in the Association every rep- 
utable commission lumber salesmen 
able and willing to live up to our 
code of ethics; (2) To strengthen the 
voice of the commission lumber 
salesman in solving the problems of 
our industry and our country; (3) 
To make commission lumber salesmen 
even more outstanding in their serv- 
ice by schooling them in technical 
advances and making them front- 
rank promoters of proper lumber 
usage.” 

Mr. Gloor succeeds Frank J. More 
who served for five and a half years, 
and whose retirement is regretted by 
a host of his friends in the Associa- 
tion and throughout the lumber in- 
dustry. 


Mixed Carloads 


Jack Edgecumbe, sales manager of 
the Portland Shingle Co., made the 
following announcement in an issue 
of the company’s Portland Shingle 
News: 

“Mixed carloads are just what the 
doctor ordered for dealers who have 
experienced difficulty in keeping their 
inventories well balanced. Another 
advantage is that dealers can now 
stock products they haven’t stocked 
previously because they needed only 
small quantities.” 

Five mills located at Portland, 


Quinault, Ridgefield, and Kelso, in the 
heart of Red Cedar land, assure a 
constant supply of Red Cedar prod- 
ucts for the Portland (Ore.) Shingle 
Company. These five mills produce 
the Portland Brand Shingles, Skookum 
Tru-Cut Processed Shakes, Skookum 
Tru-Cut Brush-Coated Stained Shakes, 
Hand-Split Shakes, and the material 
for Patch Pack, the complete shingle 
repair kit. 


Schrader Named 
Managing Director, 
Douglas Fir Plywood Assn. 


O. Harry Schrader Jr. has been 
named the new managing director of 
the Douglas Fir Plywood Associa- 
tion, the trade promotion organiza- 
tion of the 54-factory West Coast 
plywood industry, according to E. W. 
Daniels, chairman of the industry 
management committee and director 
of sales of Harbor Plywood Corp. of 
Hoquiam, Wash. Mr. Schrader, who 
is director of the State of Washing- 
ton Forest Products Institute, will 
assume the new post December 15. 


In making the announcement of 
the appointment, Mr. Daniels cited 
Mr. Schrader’s 15 years experience in 
building products merchandising and 
outstanding work in developing lam- 
inated wood products and new meth- 


ods of wood utilization. 

Mr. Schrader’s experience in me. 
chandising and _ sales-promotion 4 
building materials includes  seyery 
years work with retail dealers ply. 
ning merchandising campaigns ag yp. 
gional executive of the Western R. 
tail Lumber Dealer’s Association, }, 
is the author of a text used in deale 
training courses at 19 UNiversities 
and shared prominently in organizing 
three years ago, college courses ty 
train retail dealers in better gale. 
manship. 


As director of the plywood associa. 
tion, Mr. Schrader will concentra 
on carrying forward the sharply e. 
panded plywood promotion which, 
during the past 10 years, has vastly 
increased demand for the panel ma. 
terial, raising it from a specialty 
category to a basic building com. 
modity. One phase of the industry’ 
new million dollar advertising pro. 
gram, which is just getting unde 
way, calls for stimulation of plywood 
at consumer level through a schedule 
of advertisements in national farm 
and consumer publications. 


In addition to sales promotion, the 
plywood association, which is sup- 
ported by the plywood manufacturers, 
maintains quality of product through 
a constant product inspection and 
testing as well as laboratory and field 
tests to explore new uses of the 
versatile panel material. 
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C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


for Swing Saws 


SAVES 


30 Days Free Trial 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 





Wholesale Lumber Distributors 


ORDER NOW OR SEND FOR 


CIRCULAR An Experienced Lumber Service That Knows the 


Producer's Problems and the Buyer's Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


Phone 169 P. O. Box 391 


PLANER and JOINTER KNIVES 


also high speed knives and molding cutters 
pm the woodworking industry. 


GRAND RAPIDS 
MICHIGAN 




















| RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


Idaho White Pine Ponderosa Pine 
Douglas Fir 
White Fir 
Cedar 


a | x CO. 


Riegelsville, New Jersey 








Agents: } 


Machine Co., St. Louis, Mo. 


Western 
Hall & Brown, W. W. 
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s¢ E— LACKEY LUMBER CO. 


Forest, Miss. 


SPECIALIZING IN 


Quick Shipments of straight and Mixed Cars of 
both 


KILN-DRIED AND AIR-DRIED 
YELLOW PINE BOARDS 
DIMENSION AND SHED STOCK 


Also 
Southern Hardwoods 


Through your Wholesaler or Commission Man 























DOUGLAS FIR 


Old 


Oregon-American Lumber Corp. 
VERNONIA, OREGON 





HARDWOOD FLOORING 


In straight cars or mixed with air 
dried Yellow Pine Boards and 


Dimension. Best of manufacture. 


beech 
Satisfaction that will bring you 


p ecan back for more. 
ash * 


For prompt attention on your needs 
phone or write 


oak: 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 1885 























Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


“A Wood for Every Purpose" 
KIRBY BUILDING HOUSTON, TEXAS 








“Is it as Good as Kirby's?” 














SAW REPAIRS 
We Do All Kinds of Circular Saw Repairing 


Our specialty is cutting down worn out Inserted Tooth Saws 
and making them like new and only a little smaller. We also 
change Solid Tooth Saws to Inserted Tooth. 


We use only Simonds Bits and Shanks in our Repair Work be- 


cause we know Simonds Bits and Shanks make any saw a 
BETTER saw. 


Distance is no Barrier. We have customers in almost every 
state, because, after 50 years’ experience we know how. 


J. H. MINER SAW MFG. CO., Meridian, Miss. 


THE ORIGINAL MINER SERVICE 





a 






ASK YOUR WHOLESALER 
FOR OUR LUMBER 













1" KILN DRIED YELLOW PINE 
Flooring, Boards, Siding, etc. 

















Buitping Propucts MERCHANDISER 






| W. M. McGowin Lumber Co. 


Pine Apple, Alabama 



















Elected "1949 South's 
Man of the Year" 


Ernest L. Kurth, a past president 
of the Southern Pine Association, 
and industrial leader of Keltys, Tex., 
has just been elected “1949 South’s 
Man of the Year” by Dixie Business 
Magazine of Atlanta, Ga., it was 
announced by H. C. Berckes, secre- 
tary-manager of the Southern Pine 
Association. 


Mr. Kurth is president of the 
Angelina County Lumber Company, 
Keltys, and president of the South- 
land Paper Mills, Inc., Lufkin, Tex., 
and is recognized as one of the lead- 
ing citizens of the Lone Star State. 


“While Ernest Kurth has contrib- 





Statement of the ownership, man- 
agement, and circulation required by 
the Act of Congress of August 24, 1912, 
as amended by the Acts of March 3, 
1933, and July 2, 1946 (Title 39, United 
States Code, Section 233) of AMERICAN 
LUMBERMAN & BUILDING PRODUCTS MER- 
CHANDISER, published every other week 
at Chicago, Illinois, for October 1, 1949. 


1. The names and addresses of the 
publisher, editor, managing editor, and 
business manager are: 

Publisher, Herbert A. Vance, Chicago, 
ll 


Editor, Arthur A. Hood, Chicago, Il. 

Managing Editor, Robert E. Russell, 
Chicago, Ill. 

Business Manager, none. 

2. The owner is: (if owned by a cor- 
poration, its name and address must be 
stated and also immediately thereunder 
the names and addresses of stockholders 
owning or holding 1 percent or more of 
total amount of stock. If not owned by 
a corporation, the names and addresses 
of the individual owners must be given. 
If owned by a partnership or other unin- 
corporated firm, its name and address, 
as well as that of each individual mem- 
ber, must be given.) 


AMERICAN LUMBERMAN, INC. (a cor- 
poration), 139 N. Clark St., Chicago 2, Ill. 
—Owned by: 

Vance Publishing Corporation (a cor- 


poration), 139 N. Clark St., Chicago 2, 


Ill. Whose stockholders are: 


A. E. Monetti, 20 Exchange Place, New 
York, N. Y. 


Arthur A. Hood—Herbert A. Vance— 
Dorothy J. Vance, 139 N. Clark St., Chi- 
cago, Ill. 


3. The known bondholders, mortgagees, 
and other security holders owning or 
holding 1 percent or more of total amount 
of bonds, mortgages or other securities 
are: (If there are none, so state.) None. 


4. ‘Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting; 
also the statements in the two paragraphs 
show the affiant’s full knowledge and be- 
lief as to the circumstances and condi- 
tions under which stockholders and secur- 
ity holders who do not appear upon the 
books of the company as trustees, hold 
stock and securities in a capacity other 
than that of a bona fide owner. 


5. The average number of copies of 
each issue of this publication sold or dis- 
tributed, through the mails or otherwise, 
to paid subscribers during the 12 months 
preceding the date shown above was: 
(This information is required from daily, 
weekly, semiweekly, and triweekly news- 
papers only.) 


uted his share of trail blazing to- 
ward the development of the indus- 
trial South,” said Mr. Berckes, “it 
is in the lumber manufacturing 
industry that he pioneered. With a 
sawmilling operation that was started 
more than 50 years ago, the Angelina 
Lumber Company stands as a testi- 
monial to the permanence of the 
Southern Pine industry through 
constructive forestry practices and 
reforestration.” 


L. W. Clarke Elected 
a Director of Carey 


L. W. Clarke, vice-president in 
charge of sales, the Philip Carey 
Mfg. Company, Cincinnati, Ohio, was 
elected a director of Carey. A 1913 
graduate of the United States Naval 
Academy, Mr. Clarke served as a line 
officer in the U. S. Navy until late 
1919 when he resigned to accept the 
position of assistant superintending 
engineer of the New York and Cuba 
Mail Steamship Company. From 1924 
to 1935 he served first as an engineer 
and later as sales manager for the 
Robert A. Keasbey Company. He 
left Keasbey to join Carey as insu- 
lation department manager in the 
companys’ New York office becoming 
New York district manager in 1937. 
In 1946 he was appointed general 
sales manager and early this year 
was elevated to his present position. 


Obituaries 


Minier Hostetler, 49, president of 
the Arlington Mill Work Co., Arling. 
ton, and a resident of Montgomery 
County, Md., for the past 15 Years, 
died September 15, following , 
series of operations. Prior to estab. 
lishing his own organization, Mr, 
Hostetler was associated with Martin 
Wiegand, Washington, D. C. lumbe 
dealer. 


Elmer L. Lipman, 56, secretary. 
treasurer and member of the board 
of directors of Inland Steel Products 
Company, Milwaukee, Wis., died Sep. 
tember 16 after a short illness. Mr, 
Lipman joined the company in 1929 
after serving for several years as 
tax investigator for the United States 
Treasury Department. In 1938 he 
was appointed secretary-treasurer of 
the company, which at that time was 
known as Milcor Steel Company. In 
addition to his duties at Inland Stee] 
Products Company, Mr. Lipman was 
active in various accounting societies, 


E. A. “Jack” Johnson, a key en- 
ploye and sales manager at the In- 
dianapolis Stock Yards Lumber yard 
for Wright-Bachman, Inc., died at 
the age of 65. He was associated 
with Wright-Bachman for approxi- 
mately five years. Previously, he 
spent 19 years at Fishers, Ind., as 
manager of Fishers Lumber Con- 
pany. He was also formerly asso- 





"Family Day" Party Marks Opening of Clark's New Jackson Plant 


Completion of an entirely new fac- 
tory at Jackson, Mich., has been an- 
nounced by George Spatta, president 
of Clark Equipment Company, manu- 
facturers of materials handling, auto- 
motive and street railway transporta- 
tion equipment. The new plant, which 
represents the major undertaking in 


the company’s overall expansion pro- 
gram, will bring the production of 
Clark’s familiar line of transmissions, 
farm tractor drives, gears and forg- 
ings under one roof. The company 
also operates plants at Buchanan, 
Battle Creek and Berrien Springs, 
Mich. 


HERBERT A. VANCE, 
Publisher. 
Sworn to and subscribed before me this 
23rd day of September, 1949. 


ELOISE M. KUHN, 
Notary Public. 


The formal opening of the new plant on September 24 was the occasion for a “Family 
Day” house warming attended by the company’s Jackson Division employes and theit 
families. The day’s scheduled program included dedication ceremonies, plant inspe 
tion tours, special product exhibits, music, refreshments and continuous movies for 
the children. A special souvenir booklet giving a brief history of the company and ils 
products, was given to all in attendance and is also available to any interested patty 


(Seal. > ° : 
; on request to the company’s executive offices at Buchanan, Mich. 


(My commission expires Nov. 28, 1949.) 
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ciated with the Perkins Lumber Com- 
pany at Lafayette, Ind., and the Day- 
ton Grain and Lumber Company of 


Dayton, Ind. He had a host of friends 
among farmers located in central 
Indiana. 

Robert Lee Carroll, 76, retired 


sawmill and lumber dealer, died at 
his home in Henderson, Ky. 


William J. Blood, 82, president of 
Sturtevant & Blood Lumber Co., 
Owosso, Mich., and part owner of 
several similar companies near De- 
troit, died at his Owosso home in 
September. For more than 40 years 
he had been active in civic, business 
and church circles in Owosso, and in 
1912 he organized the first Boy Scout 
troop there. 


Frederick Jacob Kuny, 85, passed 
away October 4. Mr. Kuny was sec- 
retary and treasurer of the William- 
son-Kuny Mill & Lumber Co., Mound 
City, Ill. 


Oliver A. Newman, 90, who owned 
and operated the Mohawk Lumber 
Company in Greenfield, Ind., for more 
than 50 years, died October 2 after 
a short illness. 


William James (Cap) Foye, 81, 
president of the Foye Lumber Co. of 
Omaha, Nebr., died September 17 at 
his home in Omaha. He had been ac- 
tive in his business until two months 
ago when he contracted pneumonia. 
He was president and founder of the 
lumber company which bore his name. 





Death of Daniel S. Boyer 

Daniel S. Boyer, sales representa- 
tive of Johns-Manville Sales Corpora- 
tion, died September 27. Death re- 
sulted from a heart condition, as an 
aftermath of a major operation. 
Ironically death came on the day 
which began his 35th year with 
Johns-Manville. 





DANIEL S. BOYER 


Dan, as he was familiarly known, 
was born in 1885, and began selling 
roofing 42 years ago. In 1907, ac- 
cording to George H. Thinnes, it was 
Dan’s custom to team up with a lum- 
ber salesman and/or a sash and door 
salesman, and call on the small lum- 
ber yards in Illinois and Indiana in 
a horse and buggy rented from the 
local livery stable. Expenses would 
be split two or three ways, costing 
them on an average $1.50 or $2.25 
per day per man. Using this trot- 
ting transportation they were able 
to call on as many as 11 or 12 towns 
each day. Dan would sell from 10 
to 50 rolls in each yard and net 
Perhaps a few hundred rolls in a 
day. That’s all he had to sell—roll 
roofing—there were no _ asphalt 
shingles in those days. When the 
livery team was not feasible Dan, 
and salesmen like him, rode the local 
Passenger cars but more often the 


freights, riding along in the caboose. 
When { ie freight trains stopped in 
any freight yard to switch, Dan 
Would take the opportunity to call 
on the towns’ lumber dealers, who 
Buitping Propucts MERCHANDISER 


were always located along the tracks. 

In 1912, Dan Boyer took a revolu- 
tionary step in the transportation 
field. He began to ride an Indian 
motorcycle, carrying samples and 
clothing on the rack in back of the 
driver’s saddle. He joined Johns- 
Manville in 1915, shortly afterwards 
he drove the first commercial car for 
Johns-Manville. 

Dan’s advent with Johns-Manville 
was the result of selling himself. In 
that month of September, 1915, a 
stocky young man with blond hair, 
wearing yellow buttoned shoes, tight 
trousers, and a porkpie hat, walked 
into the office of the late T. T. Ly- 
man, then manager of Johns-Man- 
ville’s Chicago Branch, which 
stretched from the Ohio-Illinois line 
to New Mexico and Utah, and began 
his first selling job for Johns-Man- 
ville, with himself as the bait. Mr. 
Lyman listened intently to the earnest 
applicant. “Young man,” said Mr. 
Lyman, “if you are as good as you 
say you are, Johns-Manville needs 
you. When can you start?” So it 
was Dan Boyer found himself on the 
J-M payroll for 34 years. 

Dan Boyer began then to organize 
Johns-Manville’s building materials 
distribution on a 100% dealer policy 
basis. He soon became field manager 
of the building material department, 
and spent a major part of his time 
on plush trains journeying from Chi- 
cago to various points in the great 
area from Indiana to the Rockies. 
In 1933 at his own request he was 
placed in a sales territory, that of 
northeastern Illinois. Dan probably 
holds the longest continuous record 
of selling building materials to the 
retail dealers of Northern Illinois, 
and attended 42 consecutive sessions 
of the Illinois dealers’ conventions. 
Many have heard him as a reconteur 
at those conventions, or heard the 
request for encores of his best stories. 
That he was popular with his dealer 


\ . 
‘customers, was no surprise to any- 


one who knew him, his good nature, 
conviviality, personality, with a phys- 
ical build no one could forget. He 
could have been called “Mr. Five- 
by-Five,” but he was distinctly “Mr. 
Johns-Manville.” 








ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
oer. It publishes the largest strictly classi- 
fied advertising section in its field. 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves - to classify, 
edit or reject any classified advertisement. 
No agency co cash discount 
allowed. 


ion or 


Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 


3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times —7c per word for each insertion. 
Minimum charge of 35c per line. 


For advertisements bearing box number count 
five extra wo There are eas 
5 words to a line and when less are specifi 
er used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMB é 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Il. 








HELP WANTED 








MILLWORK SERVICE MAN: Large millwork 
firm needs an experienced and capable man 
able to make accurate quantity take-offs on 
job, list for shipping, and detail to shop for 
manufacturing. Must be accurate, steady. 
sober. Write fully stating age, experience 
and salary required. Write in confidence. 
Box 5909, Washington 14, D. C. Incomplete 
responses will not be considered. 





TOP FLIGHT MANAGER WANTED—who is ac- 
quainted with all types of lumber, builders 
supply yard operation. Must be able to take 
charge of everything. Now doing volume of 
$400,000.00 annually. Modern facilities, offices, 
and store display in heart of Eastern Ohio 
city. Top salary and opportunity for man 
who can produce. Write Box T-29, American 
Lumberman, Inc. 





Want experienced salesman to cover specified 
territory. in Michigan, calling on lumber 
yards. Answer advising age, previous expe- 
rience, and references. Our employees know 
of this ad. Address Box V-20, American 
Lumberman, Inc. 





Wanted, a manager with experience. Good 
ard in good small rural Iowa town. Address 
} na T-52, American Lumberman, Inc. 





Wanted salesman for retail lumber yard in 

oe One familiar contacting the builder. 
Should have some knowledge of lumber busi- 
ness. Steady work, good pay. Address Box 
V-26, American Lumberman., Inc. 
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HELP WANTED 








MILLWORK ESTIMATOR 
Want to employ experienced Millwork Esti- 
mator, and Detailer and Biller. Must be good. 
Florida location. Address Box T-54, American 
Lumberman, Inc. 





EXPERIENCED BUILDING MATERIALS 
SALESMEN 


Here’s the “Big Opportunity’’"—the chance to 
establish yourself securely and profitably. A 
Midwest building materials firm selling whole- 
sale and retail for about a half century, offers 
several choice selling jobs; 


Selling Industries 

Selling Consumers 

Selling Contractors 
Better compensation than most management 
jobs. Write giving your business history and 
references. Address Box T-24, American Lum- 
berman, Inc. 





Factory Representatives wanted by manufac- 
turer of garage door hardware and special 
hardware in Illinois, Southern Indiana. Ohio, 
Southern Iowa, Eastern Pa., Central New 
York. Kansas, Missouri, and other surrounding 
territory. Must have following among lumber 
dealers. Twin City Mfg. Co., Inc., Sterling, Ill. 





INSIDE SALESMAN experienced in figuring 
invoices, estimates and handling delivery 
schedules. State experience and pay ex- 
pected for position with security and excel- 
lent future in expanding Connecticut yard. 
Write Box T-59, American Lumberman, Inc. 





MILLWORK SUPERINTENDENT: Good sized 
modern millwork plant desires service of per- 
son with thorough current experience on 
architectural and stock millwork: capable of 
taking full charge of estimating and super- 
vising production in a shop run by capable 
foreman. Splendid opportunity for an ag- 
gressive and ca le person. Write a full 
and detailed statement of experience, edu- 
cation, family situation. expected salary and 
other relevant data to Box 5909, Washington 
14, D. C. Incomplete responses will not be 
considered. 





MANAGER FOR RETAIL YARD. Prefer man 
35 to 45 years old, must be fully qualified to 
handle all phases of the business, sober and 
a hard worker. Opening available January 
1, 1950 or earlier if desired. Address Box 
V-29, American Lumberman, Inc. 





Wanted—Detailer and Biller for special mill- 
work. One who can make shop drawings and 
material lists from architect’s plans. Give 
complete information regarding ability. salary 
and availability when replying. Location 
Ohio. Address Box T-49, American Lumber- 
man, Inc. 





BOOKKEEPER WANTED 


Large Florida Retail Lumber Company wishes 
to employ experienced bookkeeper. Give age. 
send references. and record of employment. 
Address Box T-53, American Lumberman, Inc. 





DETAILER AND BILLER 


We need an experienced Special Millwork 
Detailer capable of handling large buildings 
and Churches. Excellent opportunity for the 
right man. who wishes to locate in Minne- 
— Write Box T-55, American Lumberman, 
nc, 





WANTED—Young man to represent a well 
established millwork jobber in North Central 
Indiana, calling on retail lumber dealers. 
State age, experience, etc. Address Box T-62, 
American Lumberman, Inc. 





WANTED: YARD MANAGER, experienced man 
who is capable of managing a yard located 
thirty-five miles from Milwaukee. Between 
the ages of twenty-five and forty. Address 
Box T-57, American Lumberman, Inc. 





YARD FOREMAN for expanding Connecticut 
yard. Must be experienced in handling men, 
equipment and material. Write stating com- 
plete experience and pay expected: in ex- 
change for security and future. Write Box 
T-58, American Lumberman, Inc. 
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HELP WANTED 


WANTED—Experienced Estimator with ability 
to prepare small home plans and talk to pros- 
pects. Good opportunity in Eastern Ohio city. 
Write Box T-30, American Lumberman, Inc. 











ASSISTANT MANAGER 


For Detail Millwork & Fixture Plant. 
Must do detailing, purchasing and ex- 
pedite production and distribution. This 
position offers unlimited opportunity for 
the right man. Located in Western 
Mountain State. Write Box T-41, Ameri- 
can Lumberman, Inc. 








SITUATIONS WANTED 


I am 47 years old; own half interest in Lum- 
ber Yard, not satisfied. Would accept position 
as manager or agsistant manager oil field or 
farm trade. 30 years’ experience. -Want to 
locate in Texas. Address Box P-53, American 
Lumberman, Inc. 











Want to manage going millwork concern with 
privilege of buying interest. Write Box T-35, 
American Lumberman, Inc. 





Experienced Salesman 

Excellent following among lumber, building 
material dealers, contractors and architects 
within one hundred fifty mile radius of Al- 
bany. N. Y. Woitld like to make a change. 
Experienced in introduction of new materials. 
In position to increase your sales. Address 
Box T-39, American Lumberman, Inc. 





Hardwood Lumber Inspector understands 
manufacturing piling and shipping. Reference. 
Address Box V-22, American Lumberman, Inc. 





Want job as manager or bookkeeper. 14 
years’ lumber experience wholesale and re- 
tail. College graduate. BBA degree. 35 
years old. Prefer Wisconsin or Minnesota. 
Write Box V-23, American Lumberman, Inc. 





Wanted to operate small lumber yard and o*- 
fice by two, one experienced in wholesale 
and retail office, other in yard and office. 
Address Box V-25, American Lumberman, Inc. 


USED MACHINERY WANTED 











Wanted: Straight line rip saw and six drum 
sander. Milwaukee Sales & Mfg. Co., 1718 
No. Ist Street, Milwaukee 12, Wis. 





Wanted to buy 1 — 300 horsepower Steam 
Engine and 1 — 150 horsepower Steam En- 
gine. We prefer a twin type double cylinder 
engine, but will consider other types, so let 
us know what you have to offer. WOOD 
gg COMPANY, BIRMINGHAM, ALA- 





27 in. 2 or 3 saw edger in good condition. 
John Brennan & Co., 5859 Ogden Ave., Chi- 
cago, Ill. 


BUSINESSES WANTED 








WANTED: Small retail yard or sash and door 
business in South Eastern Michigan. Will 


consider part interest. Address Box T-34, 
American Lumberman, Inc. 





Married man 40 years old now employed as 
sales manager nationally distributed paint 
product will buy working interest or entire re- 
tail lumber and building materials business in 
Florida, Texas, or the Southwest. Write Box 
T-40, American Lumberman, Inc. 


WANTED TO BUY — 
MISCELLANEOUS 














RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 


WANTED 
Either new or uzed copy (in good condition) 


of the “Leaver Official Feetage Estimator.’’ 
R. W. Adams, East Aurora. New Yozrk. 











RAILS: ANY SIZE OR QUANTITY 
Particulerly 20 lb. 25 lb. 30 Ib. 35 Ib. & 40 lb. 
Secure our price before selling. 
MIDWEST STEEL CORP. 
Charleston, W. Va. 


LUMBER & DIMENSION 
WANTED 


WANTED 
Appalachian Hardwoods, send lists, 
Penna. Lumber & Post Co., Ine, 
Hyndman, Penna. 








— 


LL 





Wanted to buy, narrow #1 Com, 6" . 
under, as narrow as 2". Must be good ay, 
age lengths 4/4 and 6/4 rough A/D or g) 
mixed cars or truck loads of Poplar, Bay 
wood, Oak, White Pine. Birch, Beech, Hoy 
Maple, LL or SL Yellow Pine. Quote US price 
delivered C&O delivery Raleigh, W. Vg, ; 
truck load, to our yard at Beaver, W. Vq,} 
miles from Beckley. Phone 6525. ELCO Ly, 
BER COMPANY. Beckley. W. Va. 


WANTED 
Ponderosa Pine and Fir to sell on comm 
sion, Northern Illinois. Southern Wiscongis/} 
Have established yard and _ industrial 
counts. Address Box V-2l, American ly! 
berman, Inc. 








nes Se 

3/8” plywood — x or any multi 
Quote price in lots of 500 pieces — any i 
Address Box V-24, American Lumberman, hx. 


WANTED TO BUY: Rough A/D or K/D 6/4 
log run for immediate delivery. Will considy 
4, 3, 2, and No. 1 Com. only: 6/4 YP LL or$, 
No. 2 and No. 3 Com.; 6/4 No. 2B Com. Popa, 
and 3A Com. Poplar; 6/4 Hemlock merchay. 
able. Circular sawn, must be well manuta. 
tured and end trimmed. Quote us C&0 & 
livery, Raleigh, W. Va. Elco Lumber (Co, 
Phone 6525, Beckley, W. Va. 


BUSINESS OPPORTUNITIES 

















Factory-Finished Flooring 
Distributorships Available. 
See ad on page 62 of this issue. 


Flooring Unit—Responsible manufactur 
Northern Maple, Beech and Birch wishes 1 
either dispose of complete hardwood flooring 
unit—matcher and end matchers, or plac 
machinery in mill having Hardwood ai 
Southern Pine manufacturing facilities o 
basis of sharing in sale of production. Ad 
dress Box V-27, American Lumberman, In. 


MISCELLANEOUS — FOR SAL: 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO.., Inc. 
Minneapolis, Minn. 


Advertising Yardsticks 
Basswood and Hardwood. Reasonable 
prices, prompt delivery. F. M. Mosedale 
Co., St. Charles, Ill. 


CARDS OF REAL WOOD 
Business, Christmas, Announcements. 
CARDS OF WOOD, Manlius 9, New York 


PLYWOOD CHRISTMAS CARDS 
AND CALENDARS 


Two-ply paper-thin natural wood veneth 
Send for Illustrated Folder 
WOODCRAFT CARDS 
Miller Rd. & Lea Blvd. 
Wilmington, Delaware 


BOOKS FOR SALE 
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Lumber Measure Instruction Book $1.00 
Square Foot & Lineal Foot reference Chat 
$1.00. Lumber Measurements, P. O. Box Sill. 
Phila. 35, Pa. 





PRACTICAL PLANS FOR MODERN HOMES- 
features low and medium price homes. Use 
this 81/:‘’x1l‘’, 36 page book for distribution 
new building prospects in your trading are 
Contains 50 actual photographs an * 
plans of real houses that have been bul 
and proved successful. Blueprints. bill © 
materials and agociivetions available for 
these homes. Special low prices on Pie 
books to retail dealers only: 1-24 copies: | 
each; 24-49 copies, 15¢ each; 50-99 copies 
12%c each; 100-499 copies, 10c each: 500 # 
more copies, 8c each. Order direct - 
AMERICAN LUMBERMAN, INC., 139 N. Cleat 
Street, Chicago 2, Ill. 


HANDY LUMBER CALCULATOR—use he 
tables to convert lineal feet to board bn 
easily, quickly and accurately. Also —— 
mated weights of lumber, log rules Set 
other useful tabulations. 64 ges, PUM 
size. Order direct from RICAN L 
BERMAN, INC., 139 N. Clark Street, Chica? 
2, Illinois. 








October 22, 1949, AMERICAN LUMBERMAN & 





